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inflexible Requirements by State 
crease Burden When Underwriting 
Profit is Low. 
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_€FFECT OF OPPRESSIVE LAWS. 


Sun of New Orleans Forced to Reinsure 
Because of Restrictive Louisiana 
Statutes. 


Another example of the folly of cir- 
eumscribing too minutely the avenues 
through which insurance companies 





' may invest their funds, is afforded by 
"ihe reinsurance of the Sun of New| 
' Orleans, and the strong probability that | 
this time honored and once highly 
> successful institution will be liquidated. | 
' The continued heavy fire losses of | 
the United States coupled with the keen | 
‘competition for premiums among the} 
companies, has reduced the profit upon 
underwriting to an infinitesimal figure, 
'and such gains as are made in the busi- 
ness as a rule, come from interest upon 
investments. To score a profit in this 
Platter direction demands that com- 
panies shall be free within certain 
‘broad qualifications to invest in that 
form of securities guaranteeing the 
Slongest returns commensurate with 
Ss safety, and any attempt to restrict this 
Scondition is a handicap to success just 
in proportion to its rigor. 

Some years ago the solons of Louisi- | 
ana amended the laws of their com- |} 
Monwealth governing the investment | 
of funds of insurance companies where- 
by investment could only be made in 
United States bonds, bonds of the 
State of Louisiana, the city of New 
Orleans, or other cities of the State| 
having a population of over 30,000 in- | 
habitants, certain stocks and mortgage 
paper to a limited extent. 

Hampered not alone by this unjust 
‘Measure, but by the retaliation which | 
it invoked from other States, the Sun | 
sof New Orleans, saw its securities | 
Marked down year after year, although 
intrinsically they were fully worth the 
Pprices they were originally held at. | 

Tired of waging a fight against com- | 
Panies operating under more liberal | 
Haws than those of Louisiana, the 
Wirectors of the Sun concluded to re-| 
Insure its business in the Roval of | 
Liverpool, and if the stockholders are | 
Willing the Company will go _ into} 
Riquidation. Addressing the stockholders | 
bf the Sun upon the subject under late | 
Mate, Fergus G. Lee, president of the | 
Lompany, said: 

Notice to Stockholders. 

“Inder instructions of the board of | 
Mirectors, I herewith enclose copy of 
Tesolution adopted at the meeting of | 
the board of directors held on Wednes- | 
lay, the 22nd day of May, 1912. The 
Psolution fully explains the motive 
hat actuated the board in reinsuring 
he business of the Company and ecall- 
ne for a meeting of the stockholders | 

(Continued on page 13.) 
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IS CLOSE SELECTION 
OF RISKS DANGEROUS? 


Prominent Life Men Point to Tendency 
as Possible Source of 
Injury. 


WHAT SOME OFFICIALS THINK. 
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1866 
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Established 1809 


Since 1866, when the North British & Mercantile entered the United 


States. 1,833 Fire Insurance Companies have failed or retired 


Entered United States 








ANY a good field man is working up against 
a stone wall. He has the ability and expe- 
We 


right men. 


rience but not the opportunity to advance. 
have General Agencies open for the 
Our low participating rates (practically down to 
non-par. ), Double Indemnity and Total Disability 
features and Income Option, form a strong com- 


bination. For information, address 


PITTSBURGH LIFE AND TRUST CO. 


HOME OFFICE, PITTSBURGH, PA. 


W. C. BALDWIN, President HOWARD 8. SUTPHEN, Director of Agencies 











| John B. Lunger Sounds Warning—W. 
C. Baldwin Speaks from Experience 
—Sub-Standard Risks. 


The question whethe if 
lecting risks 
accepting only 
vere 


companies in thus 


ing 


ance companies § are 


too closely, whether by 


those who can pass the most se\ 
edical tests 
liaiting insurability are not 4d 
themsely srave injury, is « 
is engaging the attent 
our foremost lif 

lent W. C 

fe and Trust 


‘his matter 


es ¢ 


ion ol 


Th 


John B. Lunger Sounds Warning 
No less a student of ne Sil 


‘iders 


Effects Agen 


t and Company 
The inie¢ ott ] re! 


comy 


resis a 
a some 

future 
valuable 
ringing bus! 
medical 


‘lined becaus 


any see 
vhat broader standard the 
Vhen an 
me and great 
es up 
ert and 


agent devotes much 
SALLI 0 
to the 


the risk 


the 





‘) 


it is sub-standard, the loss is greater 
than appears on the surface. Likewise, 
a company that makes a practice of 
selecting very close, may be working 
under a handicap as pointed out by 
some student of the business. 

W. C. Baldwin’s Views. 
Baldwin of the Pittsburgh 
Life and Trust, is well qualified to dis 
cuss the subject of sub-standard risks, 
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perhaps better than any one else, by 
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plicant has only approximately $450 
protection the first year, and, during 
the first ten years he has an average 
of indemnity in excess of the amoun‘ 
of money that he has paid in of ap 
proximately $450. During the remain- 
ing ten years of the endowment perioG, 
his indemnity in excess of the amount 
ne has paid in becomes less, so that if 

s not a contract that is, in my judg- 
ment, of much benefit even to the ap- 
jlicant who is considered a_ sub 
standard risk. ‘Neither do | think i 
for the good of the insurance business 

such contracts are issued to a 
ery great extent. 
Difficulty in Sub-Standard Risks. 

“I do not consider that a lien policy 
s one that the company can issue in 
. practical way for the reason stated 
above—viz.: if a lien extends for a 
sufficient length of time to protect the 
company, but few of the policies will 
be delivered with the insured having 

knowledge that the lien is agains 
the policy. On the other hand, whe 

company has made ample _ pro- 
vision in the way of financing, for the 
creating of a sub-standard group on 
the plan of charging an extra premium, 
I believe it to be practical for the com 
mny and I also believe 
ab'te to the insured, assuming, however, 
hat life contracts are issued where 
desired. In fire insurance risks are 
rated according to the hazard, there- 
fore, in life insurance it should be 
practical to rate according~to the in- 
creased hazard or mortality. 

“As to the field part of it, it is a fact 
that your agents have to be educated 
to handle sub-standard business, and 
as a rule they are prejudiced if 
handled it. It is 


is 
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they 





have’ not i 0 
deliver than a straight policy, as 
impaired risk has greater need for 


iemnity than a first-class risk.” 
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sideration to the insured or our busi- 
ness may suffer. It cannot exist with- 
out the co-operation of a large number 
of people, therefore, we must conduct 
it in @ way that is beneficial to the 
insured. Also, it brings to our mind 
the fact that we may be selecting too 
close. The American Mortality Table 
pas been established, but we are aim- 
ing all the time to keep the mortality 
within the table sufficiently to make a 
profit for our companies.” 

Dr. Brumby.—“Could there not be an 
increasing hazard lien and a decreasing 
hazard lien?” 

Mr. Baldwin.—“If you designate them 
absolutely. If you could take each oc- 
cupation and each impairment and 
know to a certainty that you would 
make the extra premium equalize the 
lien, or the lien equalize the extra 
premium, But the whole thing is guess- 
work. The actuaries will talk to you 
now about their tables, and then ex- 
cuse themselves by saying that they 
are preparing one that will be of more 
account. The trouble is that the table 
‘hat is generally treated as a _ sub- 
standard table, or which is known as 
the Specialized table, in fact gives the 
experience of lives that were selected 
and insured as preferred risks, so that 
the actuaries really have no data from 


which to furnish the experience on 
lives that were insured as being im- 
paired.” 





GREAT REPUBLIC LIFE. 





New Company Completing Organization 
at Los Angeles—Prominent Busi- 
nessmen Interested. 


Ff. M. Cruzen, director of agencies, 
savs that those with whom he is asso- 
ciated are rapidly pushing to comple- 
tion the organization of the Great Re 
public Life, Los Angeles, Cal. If the 
present rate of subscriptions to stock is 
continued, he says that the stock will 
be paid for within the next ninety days. 
The shares are $10 par value and are 
seiling at $25. The stock sales are be- 
ing effected directly by the Company, 
there being no promotion contract with 
any individual or holding company. Mr. 
Cruzen expresses the opinion that when 
the organization is completed the ex- 
penses will be the smallest of any com- 
pany organized in the United States in 
the last ten years. An exceptionally 
noiable list of officers and directors 
have been chosen by the Company, 
headed by General Adna R. Chaffee, 
United States Army, retired, as presi- 
dent. The board of directors is made 
up of financiers, bankers, business and 
professional men who have made con- 


spicuous successes of their own busi- 
ness. The authorized capital stock is 
$500,000. 


OFFSHOOT OF THE NOTORIOUS 


WILLIS’ E. 





CASE SO CLASSED. 





Commissioner Clayton of Colorado Flays 
Policy Writer and Protege 
of Kight. 


In a special bulletin “to the insuring 
public,” W. L. Clayton, commissioner 
of insurance for Colorado, severely 
criticizes one Willis E. Case, who repre- 
sents himself as an “Insurance Advisor 
and Expert,” for his crusade of policy 
twisting in Denver. Commissioner Clay- 
ton says that Case was at one time “an 
associate of the notorious Kight Audit 
and Abstract Company,” which changed 
its headquarters so often that it was 
impossible to keep track of it. 

That Case has been routed out of 
Nebraska owing to the timely action of 
the Commercial Club of Omaha, is 
shown by the following telegrams which 
passed between the Club and Edwin 
Starkey, deputy insurance commissioner 
of Colorado. Mr. Starkey wired the 
Club as follows: 

“Understand representatives of 
Kight Abstract Company have been 
ousted from Omaha on account your 
efforts. You are to be commended. 
Believe same people working in 
Denver. Please wire our expense 
whether or not man named Willis 
E. Case was connected with them 
in Omaha. We desire to check this 
nefarious business.” 

The reply received is given herewith: 

“Case and assistants worked short 
time here attempting to unsettle 
established business. After investi- 
gation we discovered their real pur- 
pose and warned the public through 
the press to beware of them. Full de- 
tail of plan used following by mail.” 

His Training School. 

In announcing that Case is acting 
without a license, Commissioner Clayton 
zives the following as to the former’s 
association with the Kight concern: 

“In this connection it has come to 
the department that one Willis E. Case, 
representing hmself as an insurance 
advisor and expert, is operating at 
present in Denver. This gentleman was 
at one time an associate of the notori- 
ous Kight Audit & Abstract Company, 
which has operated more or less exten- 
sively during the past two years and 
which moved its headquarters so often 
that no record could be kept of its lo- 
cation at any particular time except 
ence when Mr. Kight sued J. T. Lieber- 
man of Detroit for ‘services’ on advising 
him to twist his policy, which Mr. 
Lieberman refused to do, saying his 
advice was wrong, and refused to pay 
the fee. 

“The jury, under instructions from 
judge Rohnert, returned a verdict of 
‘no cause for action,’ explaining that 
said Kight had sued for fee based on 
the saving made his client, Lieberman, 
but the testimony showed that the 
‘expert’ has recommended a_ policy 


which actually offered less benefits, 

costing proportionately less, and that 

no saving had been effected.” 
Deprecates Twisting. 

Speaking of the pernicious practice of 
policy twisting, Mr. Clayton says: 

“As a rule ‘twisting,’ or changing 
from one company to another, or indeed 
from one policy or contract to another, 
even as between authorized companies, 
is not only useless, but harmful. If 
you are now insured in a reputable, 
duly authorized company, the chances 
are any change will ultimately work 
to your detriment. This is especially 
true as to life insurance. Should you 
decide to take a policy offering greater 
immediate benefits than those of the 
policies you now hold, and pay therefor 
less price, you can undoubtedly get it 
in your present company, who can offer 
same more advantageously than any 
ether company. 

“When you allow yourself to be thus 
twisted by an agent or alleged expert 
adviser you are simply paying to some 
one a second commission on the same 
business. The expense of writing life 
insurance business is put largely upon 
the first premium paid, and very little 
is consumed for expenses after two full 
annual premiums have been paid, and 
every time a policyholder is induced by 
persuasion, deception or any other de- 
vice to drop a policy he is carrying and 
take one in either the same or another 
company, is only paying, as we have 
stated before, a duplicate commission 
for the same service in addition to pay- 
ing a larger premium, even if it be ap- 
parently less in dollars and cents, be- 
cause each man entering at a given age 
pays for the risk carried practically an 
equivalent in premiums regardless of 
plan, when the benefits paid for are 
considered.” 





Good Business in Alabama. 





Life companies did a good business 
in Alabama in 1911, according to figures 
on file in the State department of in- 
surance. There was an increase in pre- 
mium receipts, with a decrease of losses 

The life companies of other States 
reported for 1911, $170,560,027 insurance 
in force, an increase over 1910, of $4,- 


424,058. The premiums were $5,776,775, 
an increase for the year of $423,664, 
and the losses were $1,981,263, a de- 


crease from the 1910 record of $90,035 
The Alabama life companies, exclusiv« 
of mutual aids, increased their business 


in force from $6,063,078 in 19T0, to 
$7,506,509 in 1911. Their losses were 
$48,000, compared to $29,000 in 1910, and 


they show increase of premiums from 
$197,719 to $253,425. 





War Hazard Permits. 

The Pacific Mutual Life has notified 

its agents that war hazard permits wiil 

be issued for one year to members of 

the National guard, this in anticipation 

of service in Mexico in the event of in- 
tervention by the United States. 





INCREASED CONVERSIONS. 





Company Urges Avoidance of Loans 
For Back Premiums—Decision 
As To Contestability. ° 





The Northwestern Mutual Life an- 
nounces that the conversions of Term 
insurance to other regular forms during 
the first quarter of 1912 exceeded that 
of the similar period of 1911 by over 
sixty per cent. 

In the case of Term policies changed 
as of original date, the largest number 
was converted to limited payment life; 
whereas in conversions as of date of 
change the largest number and volume 
was converted to the ordinary life 
plan. 

As regards conversion as’ of the 
original date of issue where it is neces 
sary to place a loan on the policy to 
make good back payments the company 
says: 

“Desirable as it is that the Term poli- 
cies hereotcfore written should be con- 
verted to some permanent form of 
whole life insurance the Company does 
not recommend conversion as of orig- 
‘nal date where the transaction in- 
volves the placing of a large loan on 
the new policy. The advantages of 
conversion as of original age of entry 
are not sufficient to offset the burden 
of a large policy loan at 6 per cent. 
interest unless there is the certainty 
that such loan will be speedily paid 
off.” 

A question having been raised as to 
whether, when a Term policy is con- 
verted to another plan dated as of date 
cof conversion, the period of one year 
during which policies are contestable 
terminates one year from the date of 
the original Term policy or runs one 
year from the new date In order to 
settle this point the Insurance Commit- 
tee of the Northwestern Mutual has de- 
cided: 

That in the case of policies is- 
sued at the attained age of insured 
in conversion of a Term policy, 
and to which a new policy number 
and date are given in accordance 
with the date cf such conversion, 
the period of one year during which 
the policy is contestable by its 
terms shall be construed to expire 
or to have expired on the first an- 
niversary of the date of the orig- 
inal Term policy 


Michigan State Life Makes Increases. 





President Frederic Apps reports that 
the first quarter of the year shows a 
considerable increase in every depart- 
ment of the Michigan State Life 
Despite the large production of business 


of 1911, the Company has made a gain 
of 17 per cent. over the busi 


I ess written 


during the first quarter of last 


The business has also been 
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IMPORTANT ASSET? 
Bankers, Manufacturers and Whole- 
salers Favor Business Protection— 
Some Interesting Letters. 


THE MOST 





Fire insurance has frequently been 

referred to as the “backbone of credit.” 

A short time ago when a large steam- 

chip line wished to increase its capital 

stock one of the first requisites to the 

securing of the confidence of investors 

was the issuance of a statement to the 

effect that the company had ceased to 

be its own insurer and that hereafter 

insurance would be carried for the full 

- insurable values of each vessel owned. 

A merchant or business man who an- 

nounced that ne did not carry fire in- 

surance on the building occupied and 

stock owned weuld be apt to find his 

credit seriously impaired should he at- 
tempt to negotiate a loan. 

While this has been well recognized 

‘e, it is only dur- 





as regards fire insi 
ing the past year or so that banks and 
creditors have come to view life insur. 
ance in the same light when applied to 
the life of the man or men responsible 
for the success of the firm or corpora- 
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be successful in business. The only 
hazard in extending credit to merchants 
of this class is the risk of sickness or 
death, and if this is removed by a life 
insurance policy, credit men are always 
willing to grant all the credit necessary 
for the successful operation of the busi- 
ness. 

“The different organizations of credit 
men throughout the country have for 
ears carried on a campaign of educa- 
ticn in regard to fire insurance, and as 
a result of this campaign, practically 
every merchant of any consequence Car- 
ries ample fire insurance. 

“We believe that it will only be a 
question of a short time until these 
same organizations will urge in the 
same emphatic manner, the equal im- 
portance of insuring che brains and the 
energy necessary to the conduct of a 
successful business.” 

Death a Certainty. 

F. E. Pearce, Credit Manager, Paxton 
& Gallagher Co., Omaha.—‘“We consider 
business insurance as one of the essen- 
iial assets in extending credit, not only 
as it demonstrates the customer’s good 
judgment and his desire to indemnify 
his estate, but for the very good reason 
that it does the latter. 

“In one sense of the word we consider 
that life insurance is just as important, 
if not more so, than fire insurance cov- 
ering the property of the customer. He 
may never burn out, but he surely must 
pass to the Great Beyond This is liable 
to be occasioned through accident or 
sudden illness, in which event it must 
naturally have a most adverse influence 
yn the business. The possibility of 
being confronted with this condition 
causes us to take cognizance of any life 
as well as fire insurance carried, or the 
absence of either or both. 

“Furthermore, it is no unusual thing 
to receive or require life insurance as 
collateral on credit to be, or that al- 
ready has been, extended, and in this 
respect, the policies are of inestimable 
value in the saving of a business. They 
have obtained the required credit favors 
or assistance which probably could not 
otherwise have been extended. 

“Fortunately, and most appropriately, 

erchants generally are recognizing the 
isability of insuring their lives as a 
ess proposition, and we believe 
s time goes on, suck process will 
be more and more recognized and pre- 
alent in the commercial world.” 


MAJOR WILLIAM H. LAMBERT DEAD 
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Oid-Time Mutual Life Man Held Dis- 
tinguished Place in Life Insurance 
Business. 

Major William H. Lambert who had 
distinguished career in the life in- 
rance and was for many 

rs the general agent at Philadelphia 
the Mutual Life died last Saturday 
is home in Germantown near Phila- 
Iphi Major Lambert was seventy 
rs old and had been with the Mutual 
for forty-six 
Lambert was born in Reading, 
y 9, 1842. He came to Phila- 
hia with his parents as a boy, and 
ve up the study of law on Aug. 22, 
62, when he enlisted as a private in 
the 15th Pennsylvania Cavalry. One 
vear later he was made first lieutenant 
nd adjutant of the 27th New Jersey 
Volunteers and was promoted to cap- 
tain in 1864. He was mustered out in 
: with brevet of major. 
of the Mutual 
partner in the 


business 





years. 





He became an agent 
1866, was made a 
gency in 1872 and general agent in 
<7. He was made manager in 1901 

and in 1907 became one of the trustees. 
At the same time Major Lambert 
ractically retired from active business. 

Mie incorporated himself and lived on 

the renewal commissions from his office 
vhich are estimated to amount to some- 

thing over $80,000 annually. He leaves 
¢, widow, one son, George Thomas 

Lambert, and three married daughters. 








Incorporated as a Stock Company by the State of Illinois 









INSURANCE: 


Rind i. en He. Ene Se eS 


COMPANY 


HOME OFFICE 
Cor. Cass and Ohio Streets, Chicago 


The ONLY Life Insurance Company operating through 
BANKS OF DEPOSIT which prepares the 
field for you—MR. AGENT 
WHY don’t you write the Company AT ONCE ? 














State Mutual Life Assurance Company 


WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
First Quarter 1912 largest of any quarter in history of the Company. 
$1,000,000 increase over 1911. 
21% Increase 1912 over 1911 Ist quarter 
33% - 1912 “ 1910 “ - 
54% ™ 1912 “ 1909 “ 7 
121% ’ 1912 “ 1908 “ - 
Why? Unsurpassed Selling Proposition. 
Consequently—Progressively Prosperous and Successful Agents. 
WE CAN USE HIGH GRADE MEN ONLY, 


EDGAR C. FOWLER, Superintendent of Agencies. 








National Life Insurance Company 
MONTPELIER, VERMONT 


PURELY MUTUAL 
OSMAN D. CLARK, Secretary 


CHARTERED 1848, 


JOSEPH A. DE BOER, President 


This strong company, with an established reputation for fair 
dealing and low cost but high grade service, issuing unsurpassed 
policy contracts and having the record of advancing dividend scales 
four times in the last four years, offers to the agent who knows 
and will act peculiar opportunities in field work. 

If interested, send for the Company’s sixty-second annual 
report. Correspondence solicited. 

EDWARD D. FIELD, Superintendent of Agencies 











“ Pre-eminence in Benefits to Policyholders”” The Watchword. 


THE MUTUAL LIFE 


Insurance Company of New York 


Paid to Policyholders in1911............. $57,353,726.13 
Received from Policyholders ae 55,582,183.20 
Excess of Payments over Receipts............. $1,771,542.93 
PAID DIVIDENDS IN 1911 
$13,631,857.73 
APPORTIONED FOR DIVIDENDS IN 1912 


$15,146,685.72 
MUTUAL LIFE AGENTS MAKE MOST MONEY 
BECAUSE 


MUTUAL LIFE POLICIES SELL MOST FREELY 
For terms to producing agents, address 
GEORGE T. DEXTER 
2nd Vice-President 


34 Nassau Street New York, N. Y. 
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COST TO BE GREAT FACTOR 


IN COMPETITION OF THE FUTURE. 





Former Superintendent of Insurance 
William H, Hotchkiss Addresses 
Canadian Underwriters. 


That life insurance company whose 
dividends are largest when measured 
against the same premium, will be the 
fittest to survive in the competition 
of the future, was a prediction made 
ty former Superintendent of Insurance 
William H. Hotchkiss in an address 
before the Life Underwriters Association 
cf the Province of Quebec at Montreal 
last week. Mr. Hotchkiss pointed out 
some of the tendencies of the present 
and future and drew some interesting 
conclusions. He emphasized the neces- 
sity for the education of the policy- 
holder in things life insurancewise and 
he took a strong stand against the idea 
of State insurance. Mr. Hotchkiss said: 


Competition Will Turn on Cost. 

The time was when new policy clauses and 
inusual benefits were large factors in field 
competition. Your policies now read pretty 
much alike. Not many decades ago, trick 
settlements were resorted to that profits and 
rpluses might be increased. Such things 
uld now fatally discredit a management 
nd stir the supervising department to action 
nd publicity. In very recent years, a prin- 
cipal talking point has been “prompt pay- 
ment and few or no questions asked,”’ in 
short “satisfying service.”’ Some still argue 
that service is the prime test of a company’s 
vorth to its insured. But, with, in most 
‘ases, Company solvency as assured as is the 
government's, with the policies of all com- 
panies giving practically the same benefits, 
ith loss payments differing in promptness 
‘y but hours or, at most, a few days, the 
sompetition of this future will, in my 
judgment, turn largely on cost. Unless pres 
ent signs are wrongly set, the decade in life 
surance will be one of so-called dividends 
Prestige and service will help, but the fittes 
survive in the long, hard race will be 
he company whose dividends are largesf 
when measured against the same premium. 
Just how far this demand will carry you. 
t would be folly to predict. ‘‘Net cost” and 
dividends” are words full of portent and 
uggestion in these times. Executives and 
field men should, therefore, be forehanded 
proper economics before their hands are 


forced. As I shall suggest later, the people—a’ 
least those on our side of the iine—are be 
cinning to take command of their govern: 


ent and, in doing so, of its creatures, the 
rporations of public service. 
This public interest in the cost of your 


commodity becomes a menace to insurance 
s a system in the arguments adduced there- 
from by those who insist that insurance be 
taken over by the State. Say they: “What 
s there in life insurance that government may 
»t furnish it. instead of these corporations? 
The expectancy of life has heen reduced to 

mathematical formula. Medical examina- 
tions under governmental regulation would 
he as accurate and reliable. Salaries of State 
officials are much less. Agents could he 
hired on a salary, rather than on a com- 
mission basis. The State being the insurer, 
urpluses would be unnecessary. In short, 
why pay the heavy distribution and safety 
charge which now make premiums high? 
Let the State do the business and the peo- 
ple have insurance at net cost.” No areu- 
ment could be more popular, more piausible. 
Indeed, as you know, the mother country 
has already started down the road, under 
the leadership of Lloyd-George: while one of 
our States is now writing life insurance 
contracts. 

State Insurance Without Benefit. 

Here we might, perhaps, with profit, turn 
‘side .to discuss the increasingly important 


Convince yourself by these figures— 


- 
Net cost of five Twenty Payment Life Policies, issued in 1899 at age . 
39 for $10,000, one in the Union Central and four in leading old line 


question of State insurance, and thus record 
the tous r why no American 
commonwealth should embark thereon. At 
a gathering of trained insurance men, this 
scarcely seems necessary. Of all the insur 
ance schemes yet proposed, State insurance— 
while, in the abstract, promising most—will, 
in my judgment, profit the people least. But 
it can be escaped only by satisfying that 
public that performance cannot square with 
prophecy. The duty of so satisfying the 
public—of educating that public in the facts— 
is, I take it, the highest duty of the insur- 
ance men of the present generation. 

Let us, on this occasion, consider, there- 
fore, not State insurance, its folly and the 
means whereby to show that folly, but, as 
your president has so appropriately suggest- 
ed, “the problem of educating the people 
to a reasonably sympathetic knowledge of 
what insurance is and does.”’ That great 
task once accomplished, the rest will be easy. 

Why educate the people as to insurance? 
Because they possess less accurate knowl- 
edge of insurance than they do of any of 
the other great necessities of life. Why to 
a sympathetic knowledge? Because the peo- 
ple are not only wanting in sympathy for, 
but fairly chock-a-block with prejudice 
against insurance, the insurance companies, 
yes, even insurance agents. All of which 
has, of course, been said before—but, in 
these days of militant popular opinion, itera- 
tion and reiteration of insurance truths are 
needed. 

Public Ignorant of Insurance. 

Why prejudice? Because of the errors—or 
worse—of insurance at a time when the public 
conscience had not yet been aroused. Because 





| 
| 





insurance has negligently failed to take the | 


people into its confidence. Because insur- 
ance, in its contact with the masses of the 
people, is content usually to rest its case 
on advertisements of bigness—long lines, 
nay, lanes, of figures, showing great ac- 
cumulations, but little else. Hence, from 
envy, perhaps hatred, too, and, surely, some 
malice, the average man thinks of insurance 
as an instrument of finance—hated finance— 
rather than—what it really is—a practical, 
even if profit making, beneficence. 

A speaker recently suggested 
money spent by insurance in blazoning big- 
uess be devoted to insurance tracts, written 
in terms of dollars, not millions, plain stories 
of the necessity and good works of our in- 
surance systems. That speaker was a wise 
man. Could his suggestion be followed, it 
would belp allay prejudice. 

Why was it that, when Burns and his men 
went to the Ohio capital to detect legislative 
grafting, they picked an insurance bill as 
the plant through which to place their mark- 
ed currency? Because, for decades, the pub- 
lic has believed—prejudice—and the corrupt 
legislator has known—foresight—that insui 
ance money came easy and went the same 
way. The public’s knowledge of insurance 
has been cynical—as was the detective’s 
‘ather than sympathetic. To enterprises, as 
well as to individuals, questioned repute and 
ostentatious prosperity bring with them 
many ills. Is it not about time for a 
certed campaign that the people may, at last, 
he able to distinguish between sensation and 
substance? 

Why the crass 


that the 


con- 


ignorance of what insur 
ance is and does? 3ecause insurance has been 
too busy getting business. Who ever read 
his policies? Not I, surely, even after I had 
a glimmering official knowledge of what they 


meant. Did any one ever attempt to tell 
me what they meant? No, save as pointing 
out how much more they meant than the 


other fellow’s. A legislator, in a speech, not 
i year ago, called attention to the wide gap— 
many millions of dollars—between the year 
ly premium receipts of a great life company 
and the yearly payments to policyholders, 
ind then split the air with the oratorical 
thunderbolts about the way that company 
was plundering the people. He had over- 
looked the millions of those premium re 
ceipts yearly set aside as reserves. The point 
is, however, not this legislator’s prejudice 
and ignorance, but the other fact that there 
was not a man on that floor who knew 
enough of elementary insurance to bring out 
the fact, explode the sensation and prevent 
the increase in popular prejudice which re- 
sulted from the published account of that 
speech. The people's representatives know 


companies all more than 40 years old. 


Companies Union Central 2 3 4 5 ~ 
Reserve 4% 3% 4% 4% 4 
Premium $ 377.80 $ 412.60 $ 393.00 $ 393.00 $ 388.00 
Total net cost, 1911 4107.60 4313.70 4313.70 4426.90 4457.00 
Excess over U. C. 206.10 206.10 319.30 349.40 
Averagenet costforl3years 315.97 331.82 331.82 340.53 342.84 
Excess over U. C. 15.85 15.85 24.56 26.87 


OF CINCINNATI 


**Net Premium Rate Lowest of All’’ 


“It pays to work for the Union Central” 


For open territory address Jesse R. Clark, Pres. or Allen Waters, Supt. of Agents 


Che Union Central Life Insurance Co. 





"THE general agent is making a profit on every case 
you write. Why not make this extra commission 
yourself by working for the 


STANDARD LIFE 


OF PITTSBURGH? .. .. 


Policyholders are given a stock interest in the company 
by the guaranteed dividends on their policies. Our 
agents are saving money. 
Write FRANK A. WESLEY 
(Vice-President and Director of Agencies) 
for agent’s contract 
Home Office: THE JENKINS ARCADE BUILDING 
PITTSBURGH, PENNSYLVANIA 











> Officers of » Company must be com- 

‘ ir administration, which is 

with and fort earnest desire 

ey é lisp! i to conserve’ the 
erests of pol holders 

cerp ep Mr. John F. Roache 

Ne ty. ‘ial actuary r the 

Departmer f the State 





rHIS COMPANY CLAIMS SUPPORT 
AND ENDORSEMENT OF THE PUB- 
LIC UPON Its RECORD. 


The Southern States 
Life Insurance Co. 


HOME OFFICE, ATLANTA, GEORGIA OF ALABAIIA 
WILMER L. MOORE, President 
FRANK ORME, Sec’y and Treas. ROBT. F. MOORE, Agency Sec’y. 
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GOST OF MEDICAL SERVICE 


SPENT IN 1916. 





$6,000,000 





Frederick L. Hoffman Discusses Meth- 
ods Used for the Conservation of 
Human Life. 

In an address before the Association 
of American ] 


edical Editors in session 





at Atlantic on M« of t 
week Frederi Ho n st 

of The Pru dis in O 
interesting < ructive mal r tl 





subject “Research Work In Li 
ance.” 

He touched briefly upon 
, } 7 7 ; 


number of important pl yiems 
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that the possibilities of active co-opera- 
tion between life insurance companies 
and the associated effort for an im- 
provement in health conditions were 
rather limited. With regard to any and 
all of these subjects, he said there was 
an imperative need for further re- 
search, both general and experimental, 
but it required to be taken into account 
that the situation confronting the life 
insurance companies in combining con- 
siderations of humanity and _ pure 
i ith considerations of business 
and business policy were quite 


FRATERNAL SEEKS COVER. 


San Francisco Life Issues Contract for 
More Than $1,000,000, Covering 
5,500 Members. 

lieved to be the first step 

pl * beneficiary contracts of 

ieties on a le val reserve 

n made at San Francisco 

oyal Order of Moose. The San 
fe Insurance Company has 

to the 'ocal lodge 
‘overing over 5,000 mem- 

of the latter for the death benefit 


heir membership in the 


oul DOLCY 


The death benefit, which for- 
1 to $100, has been in- 

$200, so the policy issued by 

F cisco Life totals over $1,- 
Each member so covered i 


Oo an examination by the fra- 
lical examiner and is after- 

by the Company's 
The San Francisco 
\loo 1id to be the largest 


the world and nas 


Equitabie Endowment Life of 
l I notified by State Au- 

I ka that it must 
tient to protect 
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> has also been made 

Idition co that post. 
yhreys, formerly with the 
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K eth Graham, Philadel- 

of t] Equitable, last week 
for $185,000 on a man 
carryil $15,000 with the so- 


Lou office of the Mutual 

> Co. has written policies 

on O. A. Field, presi- 

W. A. Lippman, secretary and 

er of ft Jesse French Piano 
for the protection 





American National 
Life Insurance Co, 


of 


Lynchburg, Va. 


‘*The most progressive, 
conservative Southern 
Company.”’ 


AGENTS WANTED 
in Virginia, North Carolina, 
South Carolina, Georgia, and 


Texas. 

















NORTHWESTERN’S MERTING yp 
— Home Life’s 


Prosperous 
Year 





Expected That Large Attendance of 
1911 Will Be Exceeded—Program 
In Part. ‘ 








Though the 1911 meeting of the As-| 
sociation of Agents of the Northwest- 
ern Mutual Life was a gigantic affair 
as regards the number in attendance, 
some 374 field men being present, 
it is expected that the gathering for 
this year to be held at the home office} 
in Milwaukee July 16 and 17 will record 
a still greater number. 

This organization has been in exist- 
ence for 35 years, and notwithstanding 
that the company in accordance with 
its construction of laws enacted sev- 
eral years ago, discontinued paying the 
expenses of agents reporting $150,000 
or over for the year, the attendance 
ias steadily increased and it is believed} 
the year 1912 will be no exception. 

The committee of which Charles 


—The fifty-second annual statement of the 
Home Life Insurance Co., of which George 
E. Ide is President, shows that the company 
has enjoyed a most prosperous year in every 
department. The insurance in force on De. 
cember 31, 1911 was $105,047,760, against 
$100,214,968 December 31, 1910—a gain of 
$4,832,792 for the twelve months. Total assets 
of the company are reported at $26,377,420 
as compared with $25,025,299 on December 
31, 1910—the increase for the year thus 
amounting to $1,352,121. After the pay- 
ment of death claims, matured Endowments, 
&c., of $2,810,000, which also includes divi. 
dends to policyholders (more than $484,000), 
F. and after the addition of over $1,088,000 to 
junod, of Omaha, is chairman, having the reserve fund, the surplus is increased by 
charge of the program, has performed | x og agi fe i ee rg -— 
this feature of its task, the follow-| ree SE hE le asians 
ing, in part, being the arrangement | “The Com’cl & Fin’cl Chron.” 1-27-12 
} 





made. 
Tuesday Morning, July 16th, 10 O’Clock. | 
Address of Welcome, George C. Mark 
ham, President of the Company. 
Response, L. M. Keiter, President of 
the Association. 
Presentation of Prizes, H. F. Norris, 


For Agency apply to 
GEORGE W. MURRAY, Supt. of Agts. 


256 Broadway, New York, N. Y. 

















Superintendent of Agencies. | 
Tuesday Afternoon, 1 O’Clock. 
Progressive Luncheon Conferences. 

Hotel Pfister. | 
Creative Soliciting; Franklin Mann; | 
Kaufmann. 
Options “A,” “B” and “C;” James F.| 
Yates; Ralph H. Hobart. } 
Business Insurance; E. B. Stinde; L.| 
W. Mack. | 
Tuesday Evening, 6:30 O’Clock. | 
3eef Steak Dinner, Auditorium. 
Wednesday Morning, 10 O’Clock. 
“The Qualifications of an Agent,” F. 
A. Griswold, Hartford. 
Ten Minute Talks. 
“Northwestern Administration,” Mor- | 
iimer B. Parker, Cleveland. 
“Interesting the Young Unmarried 
Man,” C. H. De Lano, Chicago. | 
“The Monthly Income Policy,” Charles; 


THE 
DUPLEX IDEA 


Is the Latest Insurance Discovery 
The Duplex Policy 


IS 
A DOUBLE BARRELLED TWO IN ONE 
INSURANCE CONTRACT 
AN INNOVATION. BEATS COMPETITION. 
EXCLUSIVE. ATTRACTS. 
GETS INTERVIEWS. BRAND NEW. 


The Only Company Which Has It Is 


THE RELIANCE LIFE INSURANCE CO. 
OF PITTSBURGH” 


WRITE FOR INFORMATION. 
































| 
| 
W. Scovel, Pittsburgh. | 
“Golf,” M. A. Carroll, Oshkosh. | 
“Interesting the College Student,” H. | 
F. Brown, Ames, Iowa. 
| 





UNEXCELLED IN 
Favorable Mortality 


“Life Insurance Measuring Sticks,” 
Edwin S. Jeweii, Chicago. 

Wednesday Afternoon, 2 O’Clock. — 

“The Disintegrating Fraternal and 7 
Assessment Societies,” (Unassigned). 


ana ~ . Economy of Management 
Clearing House” Discussion, Percy | 
H. Evans, 2nd Asst. Supt. of Agencies. | THE 
Memorial Address on J. W. Skinner, 
G. A. Dimoc, Kalamazoo. | P id Lif 
Closing Address, H. F. Norris, Super- rovi ent I e 
intendent of Agencies. 
enema AND Trust Company 
June is the last month during which 
ugents of the Equitable Life Assurance 
Society can qualify for membership in OF PHILADELPHIA 
the “century” clubs and the Quarter-| Rates of Premium Extremely Low 
Million Club. Twenty-eight men are 
and still further reduced by 


already in the big club and 136 have 
qualified for the century clubs. Annual Dividends 




















OVER $3,000,000 WRITTEN FIRST YEAR 


Premium income over $100,000 
This great showing is due to 
Our liberal policy contracts 
Our “gingery” agency organization 
The “open-door” policy of our home office: 
General agency contracts direct with Home Office with very liberal 
commissions and renewals in Ohio, Michigan, Kentucky and West Virginia. 
Write giving experience and references 


THE TOLEDO LIFE INSURANCE CO. 


WILBUR WYNANT, President 
601-619 Nicholas Bldg. - - - ° 





Toledo, Ohio 























June 6, 1912. 








THE EASTERN UNDERWRITER 





RISKS 





BY J. CAMPBELL CAMERON, 
Actuary of the Great Southern Life Insurance Co., of Houston, Texas. 





(Continued from issue of May 30.) 


Summarizing the Question. 
Regarding the whole question of 
treating swb-standard risks, the follow- 


ing observations and suggestions may 
ye of value: 
(1) Do not offer an impaired risk 


more than one plan, as otherwise he 
will probably select the method least 
advantageous to the company. 

(2) Under any plan the lives which 
accept rated up policies may tend to 
select against the company, as tne 
worst lives are apt to want insurance 
at any cost. 

(3) On the other hand, when a man 
chooses the lien plan, in preference to 
trying another company, he may likel: 
evough be a better risk than antici- 
pated. He probably thinks so and is 

is a self-selected risk. 

(4) The feature of “Extended Term” 

suld be cut out from the options a!- 
lowed to a sub-standard life, under any 
method, as there tends to ‘be a dis- 

ict selection against the company. 

(5) When employing the Specialized 
Mortality Tables it is well to remember 
that, in cases of medical impairment, 
only lives accepted at ordinary rates 

included, and even in other cases 
he fact that the lives have been ac- 
cepted on any basis with such im- 
.irments indicates that they must have 


en exceptionally good otherwise. 
Also, conditions have altered very 
ich since the date of the investiga- 


yn, especially, perhaps, in the South. 
Another point is that the information 


often too scanty and too greatly 
cking in homogeneity to be of any 
eat service. Still, with these defects, 
can undoubtedly be employed, and 
referred to every day ‘by life com- 
iies to obtain at least an indication 
the extra mortality required. Pend- 


the results of the Medico-Acturial 
vestigation it should always be con- 
ilied in border-line cases. 

Attitude of Young Companies. 
To come finally to the question of the 
titude of young companies toward 
ib-standard risks, this is undoubtedly 
matter of great interest at the present 
oment in this country where there 
re so many recently organized life 
ynpanies in the field. If there is 
« kind of disbursement which more 
an any other these companies wish 


and hope to keep down, it is that of 
ving claims. In other words, the 
“Profit from Mortality” is looked io 


order to offset the inevitable losses 
from expenses. Now, it is reasonable 
o suppose that if sub-standard lives 
vere freely accepted on any given 
sis, however carefully calculated, 
there would tbe considerably more 
chance of early claims than should all 
ch cases be declined. For one thing 
the company has not obtained any 
ue experience of the conditions ia 
e field of work it is entering, and 
for another its officers will not at once 
work with the same _ perfect co- 
operation as they will later. Another 
1d important reason is that in all 
probability, however well the impair- 
ent is gauged, a greater deviation 
may be anticipated from the expecta- 
1 than would arise in a normal case 
Other reasons will probably suggest 
themselves, but it seems sufficient here 
say that the best advice to give to 
company just organized is: “Decline 
all but good normal and the very best 
Lorder-line cases.” 
When that young company, however, 
secured, after some few years’ ex- 
perience, a good bulk of sound renew- 
g business, is working with harmony 
and éfficiency, and has considerable 
capital, surplus and reserve funds, then 
there seems to be no serious reason 


why under-average risks should not be 
“cnsidered and accepted, taking, of 
course, special precautions in the early 
In this connection a good deal 
has been said about throwing impaired 
lives into a class by tnemselves, or, in 
other words, the suggestion is thar 
these policies should be asked to look 
after themselves without help or the re- 


cases. 


verse from the main body of insur- 
ances. Now, this is a very interesting 
way to treat such policies from the 


statistician’s point of view, especialiy 


in a participating company where it 
may well be decided to throw them 
into a Deferred Dividend class (if al- 


lowed by State laws), and allocate to 
them their proper share of profit. But 
it is quite a different matter when we 
are dealing with them as a source of 
profit for a business organization. 


Tendency Toward Broad Averages. 


What real reason is there why we 
should not lump the mortality and other 


gains and losses from the impaired 
classes with the others? The tendency 
of insurance companies is more and 
more—and rightly so—to work on broad 
averages, and, provided always the 
initial assumptions laid down above 


have become facts and that every pos- 
sible effort is made to gauge the extra, 
the worst of course, still being 
declined altogether, it seems to the 
writer that it is quite a proper thinz 
and may be a very useful source of 
profit to accept these lives. Other 
reasons for doing so will at once 
gest themselves to medical and agency 
men who have had difficulties with 
lives who have been altogether re- 
jected in spite of their need of insur- 


cases, 


sug- 


ance. One further point remains to be 
said in this connection and that is 
that the amount of policy, especially 


in the early stages of acceptance of 
under-average lives, should be consider- 
ably less than the company’s regular 
limit. Reasons such as the difficulty 
of accurately gauging the extra risk 
end the possibility of large deviations 
from the average estimated, etc., will 
readily explain this point, which, in- 
deed, is a somewhat obvious precaution 

It is wished to make special mention 
of indebtedness to such papers as Mr. 
Kiigour’s “Classification of Life Insur- 
ance Risks” and Mr. Arthur Hunter's 
already mentioned “Selection of Risks,’ 


which will repay the study of all in- 
terested in this most interesting sub- 
ject. 
(The End.) 
At the installation of officers 
Praise of Branch No. 8, Catholic 


Fromthe Knights of Ohio, of Fre- 
Pulpit. mont, a few weeks ago, the 
Rev. G. H. Rieken, rector 
of St. Joseph’s church, was the guest 
of honor and delivered an address. 
cording to a report in the Toledo Record 
Rector Rieken said with other things 
“The value of life insurance none 
can compute. Multitudes are under the 
ample folds of its protecting wings and 
multitudes to-day are living in comfort 
upon the fruits of life insurance who 
otherwise would be face to face with 
starvation or the almshouse. The 
pastor witnesses its blessings he 
mingles with the lonely, stricken fam- 
ilies where death has claimed the 
breadwinner. The breadwinner himselt 
may, if he be spared to old age, take 
the results of his investments in life 
insurance, and thus secure for himself 
and his family a_ well-earned plenty 
with the honorable thought that he has 
pensioned himself. His fellows have 
earried his risk while he labored and 
now, instead of being a dead weight on 
the social back, he is a contributor to 
the general scheme of human welfare.” | 
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One Year’s Administration. 


One year ago last Friday 
Hoyt was elected president of t 
ford Life He promised two 
Economy of management ar 
ed production. 
months of 1911 


a practical demonstration of t 
ment of the first promise. A la 
ing was effected in home offi 
agency expenses where tl } 
out of proportion to the r Its 
ed. 

As regards the second pledg 
ally the production has iners 
during May of this ul 
close to the $2,000, a 
the amount received during Ma 
year and that, by the 
banner month up to that time 


Well Under Way. 
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The remaining 
were sufficient 
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dent of the De Moine orts 
that his proposed $1,00 ] ‘ 
pany is well under way. 

T. R, Fell, manager of the Né Ye 
‘ity agency of the Massachu I 
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each month a small wall « ur 
an attractive picture o1 
an equally attractive tal 
ance on the other. 
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THE 
FIRST MUTUAL 


Chartered in America 





MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


offers the very best possible 
security, with a _ safe, 
equitable contract 


FINANCIAL STATEMENT 


Alfred D. Foster, President 
D. F. Appel, Vice-President 

J. A. Barbey, Secretary 

Wm. F. Davis, Asst. Secretary 
EDWARD W. ALLEN, Manager 


LATHROP E. BALDWIN, Manager 


200 Fifth Avenue, New York 





NEW ENGLAND 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 


Assets Jan, 1,1912 $58,440,118.63 
Liabilities 53,858,811.65 
Surplus 4,581,306.98 


J. G. Wildman, Asst. Secretary 


220 Broadway, New York 


141 Broadway, New York 
CHARLES H. STRAUSS, General Agent 
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Mention this Journal 





Every Insurance Agent 
In OHIO, WEST VIRGINIA and KENTUCKY 


SHOULD HAVE A COPY OF 


‘**THE MEN BEHIND” 


Write WM. H. HUNT, President 
THE CLEVELAND LIFE INSURANCE CO. 


CLEVELAND, OHIO 
CLEVELAND LIFE gains are attracting attention 
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HINTS TO BUSINESS GETTERS. 





A Newark clergyman, the 
Wanted Rev. Henry R. Rose, said 

Ten Times of himself in connection 

As Much. with life insurance. 

A friend came to see 
him when he first entered the min- 
istry and asked him to take out an en- 
dowment. When he named a sum, the 
friend (presumably a life insurance 
man) demurred and insisted that be 
ought to take out five times as much, 
at least. The minister protested that 
he could not afford it, but the agent 
persisted, urging that the “prospect’s” 
income would increase, that he was not 
going to stand always where he then 
stood. 

The minister yielded under protest. 
After relating the circumstances as he 
did in his sermon, preached January 7, 
1912, the reverend gentleman said: 

“TI wish to-day that I had taken out 
a policy ten times as large. 

“The very fact that I assumed a large 
obligation made me work all the harder 
and economize all the more, in the right 
directions. 

“And the fact that that policy has 
been over my family all these years 
like a protecting hand has made my 
sleep sweeter. We must believe in our- 
selves and in our future.” 

Put this before ‘“‘prospects.” It is a 
clincher of clinchers. 

e * * 


Has it occurred to you 


Those that getting yout busi- 
Little ness down fine means, 


Things. for one thing, dropping 

from it and out of your 
everything that is superfluous, 
‘ything that in any way wastes time, 
ything you can get along without— 
skinning away forever everything but 
the bare, stricthy needed, strictly work- 
able part of it? Doing so counts big in 
the course of a week, month, year! 
Many agents waste a third or half their 
time over odds and ends that mean 
nothing but dead loss of time and en- 
ergy, every bit of which loss might just 
as eas not be turned into good 
money in their insurance work. 

When you have skinned from your 
business surroundings, business life, 
every single thing that doesn’t mean 
helping to get you cold cash, you must 
watch out daily to keep it skinned. 
Superfluous things, little or big, in con- 
nection with your business are like 
weeds in the garden or field. They 
choke and kill if you don’t keep them 
down, cleared out!—Missouri State Life 
Bulletin. 












“During my travels 

“Men Wanted.” through the Federal 
territory,” said C. S. 

Pannells of the Federal Life, “I have 
been much impressed by the fact that 
the caption under which it is written 
is very trite and true. Men are want- 
j for everything—in every 
business—in every walk of life—and al- 
though the population is daily increas- 
ing, the c ill goes up, ‘Men Wanted!’ 
Men of s zth men of hope, men of 
mbition, men of iron will, men who 
have a mailed hand covered with a glove 
of velvet; men in whose veins flows 
rich, red blood, 100 per cent. pure; men 
nal columns are steel rods, 

» consistency of a jelly fish; 
nap their fingers at ad- 
le in case of defeat—go 
ystacle, not around it; men 
; nk and act; men who can 
do things and gauge opportunities ere it 
is to late. Above all, men of nerve (not 
gall), just nerve. The banks want such 
men; the various railroads and commer- 
cial industries are all crying for the 
men. The manager of a prominent Ohio 
concern told me not long ago he wanted 
a $10,000 man.’ There are plenty of 

























concerns that want the same thing. The 
Federal wants them—not one, but many 
of them. It has places for any number 
of such men. But the ‘$10,000 man’ 
must be worth that much. He must 
earn that amount and give value re 
ceived for every dollar paid him. That’s 
where the rub comes in. There’s many 
a chap who imagines he is worth $10,- 
000 a year, when if he is measured ac- 
cording to actual worth in open market, 
would do well to bring 30 cents, Mexican 
money.” 
e a = 


The tendency of life in- 
Weak surance men to claim 
Arguments. tco much is illustrated 
by a table recently pub- 
lished by an Hastern company. This 
‘able shows, for example, that if a pros- 
pect aged 35 postpones his application 
until he is 36, his premium will be 83 
cents a $1,000 higher, which annual dif- 
ference compounded at four per cent. 
for the then “expectation” of life (31.07 
years) will amount to $53.67. It is 
therefore claimed that by delay from 
age 35 to 36 the applicant has lost 
$53.67 per $1,000 of the insurance. To 
make a premium difference of only 83 
cents grow into a loss of $53.67, or over 
two whole premiums is the kind of 
igure juggling that doesn’t always car- 
1y conviction. The propcsition will not 
bear close inspection and will often de- 
teat its purpose. Instead of talking 
about what 83 cents a year will be 31 
years hence, if, if, ifi—how much more 
reasonable to show that the present 
value of 83 cents a year for life is 
912.73. Your prospect can see that 
§3 cents a year at five per cent. would 
amount to $12.73 in about twelve years 
«nd as he expects to live that long he is 
impressed because the thing looks rea- 
sonable. But when you claim a loss of 
£53.67 on an 83 cent. premium difference 
your prospect begins to wonder if all 
your arguments are equclly fishy. 
Another example of weakness from 
ciaiming too much appears in the argu- 
ments of those who assert that a man 
should carry enough life insurance so 
that five per cent. of the principal sum 
will equal his family’s share of his in- 
ecme. Thus they argue, a man earn- 
ing $2,500 and spending $1,500 on his 
family should carry $20,000. This theory 
is fallacious and unconvincing.—Field 


Notes. 
* a J 


In giving some talk- 

Think, Talk, ing hints one agent 

Sleep, Eat and says: “Get your pros- 
Drink Ordinary. pects as well as ap- 

plicants by talking 
life insurance in a general way to every 
man you meet. At first do not let him 
know he is considered a_ prospect. 
Speak well of all companies. 

“If your man already has insurance, 
so much the better—talk about his 
policies, the amount, kind, etc. Impress 
him with the judgment he has shown, 
and explain wherein he has a good 
thing. In this manner you gain his 
confidence and make him wish he had 
more. At this point come forth strong 
with the statement concerning your 
company and its contracts. Expound 
the policy best suited to him. Be 
enthusiastic, talk short, quick and to 
the point. 

“If he is pretty well interested close 
him then and there. Should he not be 
quite ready, give him literature, take 
leave in a pleasant manner and call 
again in a few days. 

“Canvass men able to pay, talk big 
benefits and you are bound to get big 
cases. In fact, to be a successful writer 
of insurance for the larger amounts, 
one must talk it, sleep it, eat and drink 
it.” 





OPPORTUNITY! 


The New York Agency of the Union Central Life Insurance Company, offers 
to a few life insurance men located in fields where production is limited, an 
opportunity to enter the business in New York City, the greatest insurance 
field in the country. Every facility will be given to ambitious and energetic 
men. 
Write to L. L. HOPKINS, General Manager 
1 Madison Avenue, New York City 








FEDERAL LIFE 


Insurance in Force - . - - $20,000,000.00 
Capital, Surplus and Reserves - 3,000,000.00 
An enterprising, progressive, 12 year old Life Insurance Company issuing all standard forms 
of term, non-participating, annual and deferred dividend policies. 
Accident and Health Department just being inaugurated. 
Exceptional opportunities for men of ability desiring to form PERMANENT conneetions. 
If interested address ‘ 
ISAAC MILLER HAMILTON, President 
CHICAGO 














Georgia Life Insurance Company 
OF MACON, GA. 


W. E. SMALL, President 
CAPITAL $1,000,000 SURPLUS $500,000 
LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 








FOUNDED 1868 


National Life Insurance Company 


Of the United States of America 
ALBERT M. JOHNSON Home Office: 
President National Life Bldg., Chicago 
THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 


Honorable and industrious men with or without experience in Life 


Insurance are solicited as Field Representatives for this Company 
There are few companies as substantial and none with more desir 
able contracts for the rightmen. Our policy ontracts are the most 





attractive issued. 
Address all communications to ROBERT D. LAY, Secretary 
CHICAGO’S OLDEST AND STRONGEST COMPANY 




















Life Insurance and Texas 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 





More than a hundred thousand suitable subjects in 
the state are uninsured, and several times that number 
inadequately insured. We want ten or a dozen more good 
fleld men to tell them about the Southland Life. Address 


JAS. A. STEPHENSON, President DALLAS, TEXAS 














Limited Pays. and Endowments are reduced as of June 

Ist, 1912! We have the Disability Clause for the folks 
who want it, and that new Premium Reduction policy of ours-- 
well, brother, it’s so good a contract that I honestly don’t see 
how anybody can get away from us! Then there’s our new 
Twenty-five and Thirty Pay. policies -- DANDIES, both of ’em! 

do assure you I'm MIGHTY PROUD of our new 
PRUDENTIAL outfit! Seems as if the ROCK OF 
GIBRALTAR were stronger than ever! 


ASK ME FOR THE FIGURES! 


ROBERT J. MIX, Manager 


20 Vesey St., New York City 


yi SIR IT’S A FACT -- our rates on Ordinary Lilie, 


Telephone 
3474 Cortlandt 
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WORKING AN OLD DEBIT* 


if there ever were a groundless, unwar- 
uted notion, it is the supposition that an 
ok ld-time debit, however well managed, tends 
to be unproductiv e, because it is old; or the 
idea that a man of long service, howsoever 

sharp bis wits or keen his business instinct, 
becomes indifferent to the value of his ex- 
— as a business-getter, and sometimes 

— as to his own standing and well- 

ng. 

William F. Manning, agent at Springfield, 
Mass., is a living example—one of many— 
that it is the man im every instance, not 
the locality or age of the debit, and, further, 
that length of service adds to facility in 
transacting business. Mr. Manning has been 
in control of the same debit since April 29, 


1805. Note the date, please in reference to 
“old debit.” He started in the service May 
~ B twenty years ago. Keep this in 


nd as a line on the “old-timer.” 


In His Twentieth Year. 

Now, how did he start his twentieth year 
in the Metropolitan? For the first month 
of 1912 he made $1.51 industrial increase and 
had $8,000 ordinary net issue, and in the two 
folowing months he augmented the figures 
to $5.01 imerease and $10,500 ordinary for 
the first quarter. Not bad for “an old-timer 
on an “old debit’’? But let us go back a 
couple of years or so. Taking 1908 and 1900 
together, bis record was $20.58 industrial 
with $42,000 ordinary. He made $11.44 in- 
crease in 1910, closing with $18,000 ordinary 


t issue, and in 1911 his industrial increase 
as nearly $20 and his placed ordinary busi- 


ss $28,000, all of which indicates that, far 
from waning in interest, William F. Manning 

rks with the freshness and vigor of youth 

id the assurance of a time-honored friend 
nong the people of Springtield, never losing 
sit of his old patrons while winning over 

w friends, 

Isn’t this the secret of success, whether 
ihe debit be in the Connecticut Valley or 
attered among the hills of the Blue Ridge? 
Conservatism holds tight to business that 
has already been secured, and progress seeks 
new openings, pushing for advantage in the 
irns and events of the day. 

During the many years that Mr. Manning 
as been writing business in the town of 
Springtield, boys and girls have grown up 
to manhood and womanhood and taken their 

ice in shop, factory or mill. New faces 

ve appeared in the crowds at Forest Park, 

d many new hands in the Armory and else- 
here, and as the town has grown in popula- 

n the agent has recognized additional op- 
portunities—ag every intelligent man would— 
tor adding new blood to his old debit, for 

isolidating it and confirming himself in 

coufidence and respect of his policy- 
lders., 
What Others Have Done. 

‘here is a man in Boston named Alfred 

art, who was appointed agent March 16, 
issS. He is now fifty-four years of age. In 
‘wo Mr. Smart’s record was $10.15 increase 





1 $433,000 ordinary. For 1910 and 1911, 
mbined with the tirst quarter of the cur- 
t year, he had $21 increase and $55,000 
linary business, 


In Washington, D. C., Agent John Sweet- 

n has been running a debit with date of 

t credit January 6, 1890. Without mak- 

g any extraordinary effort, Mr. Sweetman 

up about $21 increase and $51,000 ordi- 

ry during 1910 and 1911, and for the first 

quarter of 1912 he had between two and 

ree dollars increase with $12,500 ordinary 
iness placed and paid for, 

This kind of work should dispel any linger- 

x doubts as to what can be done by men 

long service—and likewise dissipate all 

tiverings as to what men of experience 

ould expect of themselves. There are 


me, we know, with hazy ideas about obli- 
gations, though they have enjoyed the con- 
ence of the company and derived their 


come from it for many years. It must be 
nifested to them, as to all others who 
fail to recognize the mutual obligation which 
nds agent and company, that they do not 
tch the true meaning of their position. 
Consider this ‘“old-timer,’’ Herbert A. 
Davies, agent at Paterson, N. J., who began 
vay back in October, 1893, and who has 
rw a debit of over $360. His increase from 
d including 1907 to the close of March, 
"12, was $144.53, and his ordinary $148,754. 
Frank Schutte, agert in Rochester, N. Y., 
rted his career August 27, 1894, and has 
een pegging away ever since. In 1909 he 
iveraged 37 cents increase per week indus- 
al increase with $19,500 ordinary for the 
ir; In 1910, 29 cents with $24,500, and for 
1011, 32 cents, with $18,500 placed business. 
lis average for the quarter was 35 cents 
crease per week and his ordinary net issue 
$6,000, 
it was in August, 1895, when James J. 
O'Connell of Schenectady started his career 
with the company. For the first three 
months of this year he had $8,700 net issue 
ul a couple of dollars increase, and for 
e past three years he has averaged between 
“) and 30 cents per week increase, and about 
2,000 a year ordinary business. 
The Man Behind the Debit. 
Reverting to the idea of the “old debit,”’ 
the industrial debit of the company was 


*From Metropolitan Intelligencer. 


t 


ty? policy being 


thirty-two years old last November, the first | 


written that month, 157%. It} 


scattered over the United States and a/| 
large part of Canada. lt represents ex- 


tremes of coudition and climate, and people | 


of every calling, profession and grade in tbe 
social scale. Does age affect its Certainiy. 
it grows bigger every year through the uu- 
reuutting zeal aud push of a splendid field 
equipment, youngsters and veterans, one aud 
all, and it mproves in quality through clear- 
headed management. 

But why say another word? 
and it is as plain as the noonday sun to 
every man of twenty-four hours’ connection 
with the company—that it is the men behind 
the debit who make it what it is, men with 
the right suap and go in them, whether be- 
guuers or “‘vld-timers’’; it is the men of 


The fact is— | 


laith and action, forming the great body of | 


the Metropolitan tield force, who have rolled 
up the debit to over a million dollars a week, 
aud who add tuo it week by week, a wmagnili- 
cent testimonial to the strength of the com- 
pany aud to the vigor and business sense of 
Metropolitan representatives. 





Have Made Gcod. 





The following assistants of the Life 
insurance Co. ef Virginia have exceed- 
ed their allotment: 

Stith, Savannah; Hawkins, Macon; 
Jones, Columbus; Howard, Augusta; 
Cale, Andrews and Bennett, Atlanta; 
Richmond and Ransford, Terre Haute; 
Williams, Harrell and Golden, Indian- 
apolis; Herr and Breen, Evansville; 
Matlock, Shreveport; 
Orleans, No. 3; Cline, Baton Rouge; 
Alverson, Union; Clary, Spartanburg; 
Smith and Henson, Greenville; Mann, 
Columbia; Brown, Winston; Robbins, 


Kenofskey, New | 


Wilmington; Russell, Salisbury; Boyd 
and Beddingfield, Raleigh; Wilson, 
Greensboro; Hasty, Weesner and! 
Sparks, Charlotte; Elder, Burlington; 
jdarmon and Moon, Asheville; Bell, 
Roanoke; Midgette, Newport News; 
Pruitt, Danville. 





Does Straight Canvassing Pay? 


R. White of the Nyack District of 
mh, Pr udential says: 

“After canvassing for several hours 
without success, and being about ready 
to give up in despair, I determined to 
make a last call. The value of persever- 
ance was again emphasized, for at this 
house I wrote a $1,000 ordinary applica- 
tion together with thirty-five cents’ 
worth of industrial business, on which 
| received $4 advance payments.” 





In discussing “Origin- 

Study Your ality” in connection 
Business. with the writing of life 

insurance, George W. 

Lee, assistant in the Rochester No. 1 


district of The Prudential] says: 
I believe in making every prospect 


the subject of a special policy, in the} 


same sense that a physician prescribes 





| 


a treatment suited to a particular pa-; 


tient. 
use the same old medicine, 
new to the patient, and his is a special 


He may, and many times does, | 


but it is; 


| 
| 


treatment so far as the results are con-| 


cerned. 


You must be an insurance doc-| 


tor, and while you offer the same con-| 


tract that you sold yesterday 
week, your sale will 
and you will sell larger amounts by 
convincing your prospects that you have 
the particular contract suited to his 
especial needs. Do not say, “Here is a 
policy that we have sold for years.” Put 
it this way, rather, “Mr. Smith, here is 
2 contract that I wish to explain to 
you,” or “This policy is a business con- 
tract.” If you have been handing out 
the same old arguments, give them a 
rest, get out of the rut, give your sales- 
manship a jolt, look at your contracts 
irom a new angle and give your pros- 
pect that new viewpoin.. Originality 
wins because it keeps you fresh, be- 
cause it makes your work more inter- 


esting to yourself, and the prospect is 


bound to catch the infection of your 


or last} 
be made easier) 





THE 


METROPOLITAN LIFE 


| : Insurance Company 


of New York) 
pany) 


. Of the People 
The Company By the People 
For the People 


The_Daily Average of the Company’s 
Business during 1911 was: 


(Incorporated by the State 
Stock Com 


of Claims Paid. 
6,432 per day in Number 


id Revived. 


Issued ar 


526 per_day in* Number 


of , Policies 





$1,524,268" per, day in ‘New Insurance 

mw, LSSued and Revived. 

$233,386.44 per day in Payments to 
Policyholders and Addition to Re 
serve. 

$125,468.73 per da in Increase of 


Assets 





METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN President 








J. G. WALKER, Preside ¥. L. T. ROGERSON, 2nd Vice-} 
T. WM. PEMBERTON, lst Vice-Presid E. D. HARRIS, § 


The Life Insurance Company of Virginia 


Home Office - - RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGESI 
Southern Life Insurance Company 
The PIONEER Southern Industrial Life Insurance Company 

Its Policies are clear and definite in their pr sa 3 al < 
Assets. a D I LJ $7.372,007.24 
Liabilities . Decet r3i, itl 2,975.28 3 
Capital and Surp lus Dec 111 _1.4 S191 
Insurance in F D 1,101 7.4 x74 
Total Paymenta to licyholders sir Org t 11,5 251.74 
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LIFE sae detente COMPANY 


GOOD AGENCY CONTRACTS TO Goop AGENTS 
APPLY TO HOME OFFICE, 178 DEVONSHIRE ST., BOSTON 
—OoR TO— 
W. N. COMPTON, General Agent, 220 Broadway, 

FRANCIS MARSH, Mer. for Eastern Mas 













New York 
120 Franklin St 





, Boston 


WHITE & FENWICK, State Agents, ) Ua ion Bldg., 9 Clinton St., Newark, N. J. 
The Company issues the best and most . s of Life, I wmeé ind Terr 
Policies, complying with the rigid requirements of the Massachusetts Laws 








ROME INSURANCE COMPANY 
ROME, GA. 


J. C. PORTER, Vice-Pres. and Manager 


INDUSTRIAL AGENTS WANTED 
GEORGIA AND ALABAMA 


IN 











enthusiasm. 


Stir up your own ideas, vour sé v ke you irr 
originate some brand-new selling stunts. sistible. 
Why, you can take one of our Annual ‘ 
Statements and make it one of the most Commends Auditor Bleakly. 
shnteresting canvassing documents. Most - _— . 
statements are dry, but you can make In advocating the re-election of John 
ours “talk,” if you will. Think it over. L. Bleak] Ss auditor of State of Iowa, 
Then take the Twenty-Payment Life, which office includes supervision of the 
your originality can make it shine with insurance department, President Ather- 
a new brilliance; take the Whole Life ton, of the Western Mutual Life of 
ond the Endowment Policy and 


turn Council Bluffs, says 
upon them the searchlight of your own rep 
originality and you will scon see what time 
splendid new contracts you have. If under 
they are new to you they will be new execu 
to your prospect. Originality applied to bas er 


Ss jal inter ‘Ss 

approval ness in 
every du in him 
dear ed him to ‘Ge masses.” 
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UNDERWRITER 


This newspaper is owned and pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and place of business 
105 William Street, New York City. 
B. F. Hadley, President; G. A. 
Watson, Secretary and Treasurer. 
The address of the officers is the office 
of this newspaper. Telephone 2497 
John, 

Subscription Price $3.00 a year. 
Single copies, 15 cents. 

“ Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at 
New York, N. Y.; under the act of 
Congress of March 3, 1879. 





FARMING AND SOLICITING. 





During the past few years the Federal 
Government, various states and coun- 
ties have spent, and are now spending, 
millions of dollars in an effort to im- 
prove agricultural conditions, the pur- 
pose being to bring about, through in- 
creased production, a larger remunera- 
tion to the farmer for the effort put 
forth. 

This has necessitated a study and 
analysis of the soil in order to ascer- 
tain its needs and its possibilities. 
Latent powers of the soil have been 
made to do their work, and where a 
reasonable degree of intelligence has 
been exercised, the result has been ap- 
parent in largely increased returns. 

But mastery of the soil is not the 
only requisite to successful farming, in 
fact it is not the most important. 
Selecting and testing seeds used has 
yielded more surprising returns. For 
example, a field marked off into squares, 
each square being as nearly as possible 
in the same state of cultivation, was 
used as an experiment. Seeds were 
graded and tested and the squares 
planted and marked as regards expec- 
tancy of crop yield. In the harvest it 
was found in some instances that the 
ratio of production on squares adjoin- 
ing each other was four to one, the 
result being as predicted on the chart 
made at the time the crop was planted. 

What has this to do with life inst- 
ance soliciting? Just this. How many 
men make a special study of the pros- 
pect that they are about to approach? 
Having made a special study of the 


prospect, his condition, needs and re- 


sources, how many men test out just 
the right contract to suit the condition 
tc which it is to be applied? The 
principles of selection as applied to 
farming are also admirably adapted to 


life insurance soliciting. It would be 


crass stupdity in a farmer to introduce 
perfect and scientifically selected seed 
into soil to which it was not adapted 


and which had been given no prepara- 
tion to receive it The same degree 
of ignorance is daily displayed by life 
insurance men who study neither their 
contracts nor their prospects. 

The difference between the two 


Iaethods of handling the business is 


just the difference between the plodding 
farmer who refuses to progress beyond 
the methods used by his grandfather; 
who thinks that seed is all seed and 
who doesn’t believe in trying to im- 
prove on nature by fussing with the 
soil. In life insurance it is the differ- 
ence between the skilled and trained 
life insurance expert who makes a 
study of contracts and their relation 
to the prospect, and the plodding, ‘vell 
meaning but ignorant solicitor, who 
will sell the prospect any kind of policy 
that may strike the prospect’s fancy, 
not studying or being able to point out 
the advantages or disadvantages of the 
different forms when applied to par- 
ticular circumstances. The former 
treatment produces satisfied policyhold- 
ers and increased volume; the latter 
harvests disatisfaction, resentment and 
lapses. 





LIFE INSURANCE IN THE WEST. 


There has been a marvelous develop- 
ment in the life insurance business 
within a comparatively short time in 
the West and Southwest. When, some 
time after the Armstrong investigation, 
there began to be great activity in the 
organization of new life insurance com- 
panies in the West, there seemed to be 
little need for this activity and the 
general opinion prevailed that so many 
new companies would find difficulty in 
maintaining sufficient business to give 
that broad experience and average that 
makes a company sound and enduring. 
But this opinion did not take into cou- 
sideration the wonderful growth in 
population and business activity in the 
West and the resulting increased and 
increasing need for life insurance. 

When a score of comparatively local 
companies with agency organizations. 
that are scarcely yet systematized can 
produce business right along in excess 
of what they expect and plan for, it 
indicates clearly enough that the avail- 
able machinery for taking care of the 
life insurance has not caught up to the 
demand. The West can use and is de- 
manding an enormous amount of life 
insurance. One company wrote so much 
business in the first ten days of last 
month that it carried forward the bal- 
ance of the month’s business into the 
following month’s account. 

The early period in the development 
of every life insurance company is 
always one of high expense propor- 
tionately and the business procured is 
cf necessity expensive compared to that 
of companies that have had years to 
perfect their organization. There is 
new territory to be opened up; some 
avoidable loss in getting the agency 
organization to working smoothly and 
adequately and the multitude of minor 
expenses that are co-incident with the 
launching of a new company. The 
business procured is never so expensive 
as during the first few years of a com- 
pany’s experience. One of the most 
hopeful signs in the operation of the 
Western and Southern companies is the 
appreciation of the necessity of reducing 
this period as much as possible. Every- 
where the closest attention is being 
gven to the problems of reducing cost. 
If their business costs a little more now 
than the old established, it will not 
always be so. The Western under- 
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writers are showing the right spirit and 
understanding. 

There is a splendid future for the 
carefully managed life insurance com- 
panies of the West and South. The 
present is a period of rapid develop- 
ment for them and they will of course 
make the most of it, but the conservs- 
live policy in life insurance is the one 
upon which great foundations in the 
business have always been laid. That 
period in transition should test the 
permanence of Western and Southern 
life insurance. It has not yet arrived 
but the time to prepare for it is now 
during the developing period. Life in- 
surance in that great territory has a 
niarvelous opportunity. 





LOUISIANA CHANGES FRONT. 


Those citizens of Louisiana whose 
memories reach back to the time of the 
establishment of the State Fire Rating 
Board, about a year ago, should find 
much that is illuminating in the testi- 
mony being taken at the hearing at 
Baton Rouge on the proposed abolition 
cf the Bureau. Most of the speakers 
at the hearing represent associations of 
business men or civic organizations and 
they seem to be quite unanimous in the 
opinion that the sum total of the Rating 
Goard’s activities has been to raise the 
rates. This, of course, reflects the en- 
tire sincerity of the members of the 
Board in their efforts to adjust the rate 
io the hazard. But in so doing they 
disappointed the whole population of 
Louisiana and are evidently about to be 
abolished officially, Louisiana being wil- 
ling to trust itself to the mercies of the 
fire insurance companies, rather than to 
stand the test of adequate rates. 

When the establishment of the Fire 
Rating Bureau was proposed the fire in- 
surance companies opposed the step as 
unnecessary and doubtless that opposi- 
‘ion tended to give strength to the 
demand for it. If the companies op- 
posed the Board why, naturally, this 
must be just the thing we want! And 
it is interesting to note that although 
the Board has brought about generally 
increased rates, the companies still op- 
pose a continuance of its work. Why? 
or the same reason that it was oppos- 
ed before established—on general prin- 
ciples. State rating is usurping the 
functions of the companies; it is taking 
away their business liberty. The ex- 
perience of the Louisiana Board has 
demonstrated that the establishment of 
a State rating board will not reduce the 
cost of insurance if the board is honest- 
ly conducted. The companies are giv- 
ing better results when left unhamper- 
ed by State interference. 





Though but fifty-three years of age 
George A. Gilbert some days ago, cele- 
brated the twenty-fifth anniversary of 
his appointment as manager at Chicago 
for the Employers’ Liability Assurance 
Corporation of London, the pioneer lia- 
bility insurance writing company in the 
United States. 

Mr. Gilbert throughout his entire un- 
derwriting career has been a distinct 
credit to his Company and to the casu- 
alty business generally. He has oper- 
ated upon a broad basis, dealing fairly 
with agents and assured and the high 
measure of success attained by his 
office is further evidence that such a 
course pays, viewed from every angle. 








OF PERSONAL INTEREST | 








Frederick L. Hoffman, LL.D., statis. 
tician of The Prudential, is regarded as 
one of the greatest mathematical ex- 
perts in the country. Over in The Pru. 
dential home office building, he has per- 
haps the best private statistical library 
that exists. When The Prudentia! 
wants to know what the real, bed rock 
facts are in regard to anything pertain- 
ing to the business, it just turns Mr. 
Hoffman loose on the subject and he 
comes back, not with a beautiful theory 
handsomely framed, but with the 
“goods” in the shape of incontrovertible 
fact as it has been, is now and is sure 
to be in the future. A characteristic 
incident showing his thoroughness in 
attacking a problem was his method of 
arriving at the mortality of the different 
sections of the South. When The Pru- 
dential was considering entering the 
Southern States, it asked Mr. Hoffman 
to get somewhere, somehow, out of the 
transparent ether, the actual mortality 
as experienced in different sections. Did 
he pull down a dusty volume of some 
other fellows figures? Not he! He 
bought a ticket to the South. Arriving 
there, he hiked out for the nearest 
cemetery and camped among the tomb 
stones. For weeks and weeks this 
genius for numbers and periods poked 
around among the slabs and shafts and 
mausolea in cemeteries all over the 
Southland. When he had finished he 
had a freight car load of figures from 
which he could construct not only the 
Southern mortality as a whole and by 
sections, but increases and decreases 
for sections and periods, ratios to popu- 
lation; and a thousand other things 
that delight the heart of a statis- 
tician. Mr. Hoffman follows the broad- 
est possible field of investigation and 
he is in great demand by all kinds of 
organizations as a speaker, because he 
is always able to tell them just where 
they are at. In this issue of The East- 
ern Underwriter there is reproduced an 
address he delivered before a medical 
gathering on “Research Work in Life 
Insurance Medicine.” 





Prior to his leaving for New York re- 
cently to assume the agency superin- 
tendency of the Yorkshire of England, 
in this country, O. E. Lane, was ban- 
queted by the underwriting fraternity 
cf Denver, and given a gold watch as 
a further evidence of their esteem. A 
ren picture of Mr. Lane appears in the 
current number of the “Insurance Re- 
port” trom which we make the follow- 
ing extract: 


“Mr. Lane is a young man of thirty- 
two. We are almost disposed to fear 
for one of such tender years in New 
York. But this boy Lane is a collegian, 
a thinker, a fraternity man, a dreamer, 
a traveler. We opine that he’ll keep 
cut of harm’s way on the great white 
way. 

“When young Lane came out of col- 
lege he at once specialized on a thing 
that is a part of the makin’s of a real 
fire underwriter; he went into the elec- 
trical business with the Western Elec- 
wic Co. © © ® 

“About six years ago the Scottish 
Union & National switched its Pacific 
Coast department back to reporting to 
the head office at Hartford. General 
Supervisor Henry Hoag, alert for the 
best that could be found, spotted a 
young man in Wisconsin, a protege of 
that lovable, genial soul, W. H. King of 
Chicago. (Mr. King had found him con- 
spicuous among the things of value in 
the Traders salvage.) So it came about 
that the Scottish got Billi Lane for the 
Mountain field. They tacked about 
eight million square miles onto him, 
gave him one assistant, then another 
one, and awaited results. The results 


were satisfactory. The call of the quest 
i.t last reached Lane and he just can’t 
help going right on to the top of the 
profession.” 
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00K FOR FIGHT IN PENN. 


WHEN THE LOCAL AGENTS MEET. 








Talk of Demonstration at Convention— 
New York Organization Busy 
With Plans. 





Reports from the local agents all over 
New York and Pensylvania show that 
the conventions of the Association of 
Local Fire Insurance Agents of each of 
these States will be largely attended. 
The Pennsylvania Association meeting 
in Harrisburg June 17 and 18, promises 
to have some “red hot” sessions as 
there is every prospect that certain 
questions concerning the policy of the 
National Association will be injected 
juto the proceedings. 

The leading Pennsylvania local agents 
who have taken an active part in the 
National Association affairs, are at the 
head of what is called the “Progres- 
sive” element in the National Associa- 
‘ion and borrowing other terms from 
the present political struggle, the “Pro- 
gressives” derisively brand the others 
as either “Reactionaries” or innocuous 
“Conservatives.” The storm over Na- 
tional Association affairs has been 
smoldering for a couple of years among 
the Pennsylvania agents. There have 
peen threats of a break with the Na- 
tional body and the withdrawal of the 
Pennsylvania Association. 

The Pennsylvania “Progressives” 
have adopted the Rooseveltian platform 
cf a fight against the “bosses.” They 
gay there is a handful of men who run 
things as they see fit and without con- 
sidering the interests of the local 
agents as a whole. Secretary H. H. 
Putnam of the National Association 
who has come in for some criticism, it 
is understood will be present at the 
sessions of the Pennsylvania Associa- 
tion and whether this will have the 
effect of putting a damper on any pro- 
posed demonstration against the Na- 
tional Association or will precipitate a 
storm by the mere fact of his being 
there, is one of the interesting specula- 
tions that the onlookers are indulging 
in just now. 

The New York Association which 
meets the same week, June 19 and 20 
itt Syracuse, has no quarrel with the 
National Association as far as has ap- 
peared in their past meetings although 
there has been some discussion as to 
what effect any action taken at Harris- 
yurg may have on the gathering at 
Syracuse the next day. The New York 
State Association is strong and active, 
and is sure to have a big rousing meet- 
ing, for it is recognized that this is a 
critical time for the local agents when 
they need all the strength of co-opera- 
tion that they can get to withstand the 
pressure from the companies, the State, 
which is gradually exercising a super- 
visory power over their part of the 
business, and the assured. 

President Southgate of the National 
Association will attend both State con- 
ventions and address the members, but 
he will not be drawn into any difficul- 
ties that may arise in Pennsylvania, so 
the leaders say. Mr. Southgate is per- 
sonally very pupular with the local men 
and they say they would not embar- 
!ass him by any action during his stay 
in Harrisburg, which it is said will not 
be for the whole convention. 

Chairman Leib of the Executive Com- 
mittee of the Pennsylvania Association, 
together with President Gellert and 
Secretary Bird are very busy arranging 
the details for the meeting which will 
he held in the G A. R. Hall on North 
Third Street. The New York State As- 
sociation has a special committee in 


charge of arrangements desde Pee 
Glenn H. Johnson. This committee is| 
co-operating with President Louis G. 
Morgan of Buffalo and Secretary C. C. 
MeNitt of Norwich in getting ready for 
the gathering at the Onondaga Hotel. 





PROTEST AGAINST RATE INCREASE 





South Caroiina Cities Up in Arms 
Against S. E. U. A.—What Green- 
ville Says. 


South Carolina cities are aroused 
over increases in rates on dwellings 
and they are directing their attack 





| 


against the South Eastern Underwriters | 


Association. Charleston has 
vigorous protest and the local 


| 


issued a/| 
board | 


there unanimously appointed a commit-| 
tee to protest against the action of the 


S. E. U. A. as applying to Charleston 


and to endeavor to have that city ex-| 


empted. 


The Greenville Board of Trade issues | 


a circular to its members, which says: 
“A matter of very serious importance 


has just come before your directors and | 


your municipal committee. It involves 
$6,000 to $10,000 of Greenville’s good 
money every year. 
Tariff Association is arbitrarily raising 
fire insurance rates in South Carolina 
and in Greenville. 
stances this rate may be justified; but 
in most cases it is not, and in all it is 
contrary to the agreement .made be- 


In one or two in-| 


The South Eastern | 


tween this Association and the Legisla-| 


ture of South Carolina eight years ago. 
This increase in rates will cost the peo- 
ple of Greenville from $6,000 to $10,000 
annually. 


“If these new rates go into effect at | 


least two serious consequences will fol- 
low in Greenville: 

“(1) Policies will be in constant danger 
of becoming void. If an owner goes 
away for the summer and rents his 
house temporarily to a tenant withont 


having his policy changed to this effect , 


and without the payment of additional 
premium, his policy 
comes void and the owner would get no} 
insurance if his house burned 
while occupied by tenant. 


automatically be-| 


down 


| 


“(2) The rate on dwellings occupied | 


by tenant will be 10 cents higher than 
if occupied by owner. Such an increase 
means a further discouragement of the 
building of houses for rent. Every one 
knows that it is almost impossible to 
find a house for rent in Greenville now. 
but when one of our most important 
manufacturing industries is seriously 
crippled because its employes cannot 
find houses for rent, it is time for us 
to protest against any move that ag- 
gravates this situation.” 

The various Greenvilles in the South 
do not stand particularly well with fire 
underwriters on account of past records. 
The increase of 10 cents per $100 on a 
tenant dwelling does not seem to be 
enough to further cripple manufactur- 
ing industries when it is calculated on 
dwellings costing, say, $1,000 each. The 
increase in such cases would be only $1 





OVERLAND FIRE FORMING. 








Proposed Idaho Company to Have Capi-| 


tal of $200,000 With Modest 
Surplus. 





is to be the home of a 
providing 
car- 


Boise, Idaho, 
new fire insurance company, 
plans to that end be successfully 
ried out. The name selected for the 
intended enterprise is the “Overland 
Insurance Company,” the capital of 
which is placed at $200,000 with surplus 
of $110,000 net. 

The promotion expense is restricted 
to ten per cent. 

W. A. Matthews who successfully 
promoted the Montana Fire of Helena, 
a short time ago, is interested in the 
Overland Fire. 
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CONTINENTAL INSURANCE COMPANY 


OF NEW YORK 


A wise agent makes his strongest company 
his leader. That company is certain 
to be the Continental. 


Western Office 
332 South La Salle St., Chicago 


Home Office 
80 Maiden Lane, New York 
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Fidelity-Phenix Fire Insurance Company 
OF NEW YORK 





Ten thousand loyal agents prove the practical 
value of representing the Fidelity-Phenix 





Home Office Western Office 
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80 Maiden Lane, New York 137 South La Salle St., Chicago 
HENRY EVANS, President 
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policy is the strongest fire policy 
issued today. 
Gross Combined Assets........ $39,910,002 
Policyholders’ Surplus.......... $22,727,588 


Home Office Western Office 
80 Maiden Lane, New York 332 South La Salle St., Chicago 





aa eee ee ee ee ee 





j FIDELITY (FIRE) UNDERWRITERS 

; OF NEW YORK 

#| Backed by almost illimitable _ re- 
sources, the Fidelity Underwriters 
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Caledonian Insurance Co. of Scotland 
FOUNDED 1805 


“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS. H. POST, U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 





C. CHRISTOPHER, Asst. U. S. Mgr. 











For Reducing Houston’s Fire Hazard. upon the mayor and urge the extension 
—_— ot the fire limits so as to include its 

Immediately following the disastrous entire city area. It was further recom- 
fire on the north side of the ship mended that all buildings hereafter 
channel at Houston, Texas, a special erected within the city limits should 
meeting of the board of directors of the be provided wth fireproof roofing. An 


erdinance recently 
both recommendations were 
considered by the mayor 
sioners. 


Chamber of Commerce, was called and 
the question of eliminating fire risks 
as much as possible was discussed. A 
special committee was appointed to call 


enacted shows that 
favorably 
and commis- 
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WANT COMPANIES EXPERIENCE 





REQUEST OF STATE DEPARTMENT. 


Asks That Premiums and Losses Upon 
Numerous Classes be Prepared 
for Review. : 

Quite the latest request from govern- 
ing officials is the subjoined sent out by 
Superintendent Emmet of the New York 
Insurance Department: 

“This department desires to obtain 
from fire insurance companies operat- 
ing in this State certain statistical in- 
formation relative to their writings on 
risks located in this State and else- 
where, the objects in being to 
cbtain (a) the ratio of premiums to 
amount at risk and (b) the ratio of 
losses to amount at risk and to pre- 
mium, annually beginning with January 
1. 1900, to and including December 31, 
1911. The writings to be divided into 
certain broad the experience 
to be given separately for the territory 
covered by each of the four rating as- 
sociations operating in this State, as 
well as the total experience exclusive 
of New York State. 

“While there is no desire to impose 
unreasonable hardships or expense 
upor the companies, it is felt that this 
matter is of the highest importance to 
the insuring public. 

“The following is tentatively submit- 
ted for your consideration with the re- 
quest that you co-operate with this de- 
partment by making such suggestions 
based upon your knowledge and experi- 
ence as will enable it to formulate its 
requirements in such manner as to en- 
tail the least possible expense and labor 
the companies, and at the same 
time obtain from the companies figures 
sufficiently accurate and uniform so 
that the combined results may prove of 





view 


classes, 


npon 


value: 

“A. Amount at risk and premiums 
(net as to reinsuraice and cancella- 
on,. 1. Annual business; 2. Two-year 
business Three-year business; 4. 
Four-year business; 5. Five-year busi- 
ness; 6. Other term business. Annu- 
illy for each calendar year from 1900 
‘o 1911 inclusive. 

“B Paid losses, annually for each 
calendar year from 1900 to 1911 inclu- 
sive. 


divided: 1. 
territory of the New 
Exchange; 2. Risks 
territory of Suburban Fire 
Exchange; 3. Risks located 
Underwriters’ Associa- 
N. Y. State; 4. Risks located in 
territory of Buffalo Association of Fire 
Underwriters; 5. Risks located in terri- 
outside of New York State. 

D. The above to be further sub- 
divided into the following classes: 1. 
Farm dwellings and property; 2. Unpro 
ected dwellings (not incinding above); 
>. Protected 3 (frame); 4. Pro- 
xs (brick); 5. Public 
(fireproof); 7. 

Bank and of- 
(fireproof); 9. Bank and 
10. Re- 


“C. The above to be 
located in 
ork Fire Insurance 
located ir 


isuranc? 


0 “ 
mISKS 


mm territory of 


tion of 





dwelling 
i 


(non-fireproof): & 


gs (non-fireprocf) ; 


tail mercantile risks; 11. Wholesale 
mercantile risks; 12. Chemical works; 
13. Oil products and factories; 14. Gar- 
ment factories; 15. Lumber and wood- 
working risks; 16. Metal-working risks; 
17. Textile mills and factories; 18. Flour 
inills; 19. Canning factories; 20. Cheese 
and butter factories; 21. Miscellaneous 
manufacturing risks; 22. Omnibus mer- 
cantile risks; 23. Railroad and traction 
properties; 24. General storage ware- 
houses (fireproof); 25. General storage 
warehouses (non-fireproof); 26. Sprink- 
lered risks (if classified as such and 
not included in other classification); 27. 
All other risks not classified above. 

“All of the above classes to include 
experience on building and contents 
without separation. 

“It is not expected that companies 
which were not members of or affiliated 
with all the rating associations should 
separate their figures for each cf the 
previously mentioned territories. It is, 
however, expected that such companies 
will give their underwriting experience 
in the territories of the associations of 
which they were members and also 
their experience for the entire State, as 
well as their experience exclusive of 
New York State. 

“Please favor the Department as soon 
as possible with your opinion as to the 
approximate time and labor of prepar- 
ing the figures for the groups suggest- 
ed, together with your views as to the 
re-grouping of classes so as to simplify 
or facilitate the work.” 





WILLIAMSSURGH CITY FIRE. 





Control of the Fine Old Company Has 
Passed to Foreign 
Syndicate. 





of the Williamsburgh 
York, has passed to 
a foreign syndicate represented by 
Chauncey Marshall, the com- 
pany’s directors who went abroad and 
arranged the deal. It is understood 
that the control will the 
Company’s figures upon which the sale 
is based, shall have been verified. The 
majority stock is on deposit with a 
3rooklyn bank and is held subject to 
the examination now in progress. 


The control 
City Fire, of New 


one of 


pass when 


| 
| 





The price allowed for the shares (par | 


value $50 per share) averages over 550 
per cent., a heavy 
for certain stock necessary to gain con- 
trol. The 
purchasers has not been disclosed, nor 
is their policy with regard to the Com- 
vany’s future known. Ancther story has 
it that a widely-known William street 


figure being given | 


identity of the prospective | 
| 


firm have made the deal, planning to | 


onduct 
running mate to the several companies 


the Williamsburgh City as a} 


ulready under their management. It | 
is generally known that the firm in 
question bought a considerable block 


cf Williamsburzh City stock a month or 
two ago, though whether it has since 
vained the majority shares is uncertain. 
The career of the Williamsburgh City 
has been a long and honorable one, and 
veneral regret would be felt if through 
t change in ownership its individuality 
should be lost. 








Special Agent wanted 


tion. 
Philadelphia. 





SPECIAL AGENT WANTED 


Experience in field and personal acquaintance 
with local agents essential, to receive considera- 
Address Jefferson Fire Insurance Co., 


for New York State. 











A large percentage 
of the U. S. Fire 
loss is preventable 


That a large percentage of the fire loss in this country is 
preventable is well known to insurance men. 

The problem of providing prevention methods is particular]; 
pertinent to their interests. 

But, as a matter of fact, it is no more important to them than 
to their assured. 

Business men don’t want fires. 
lies in their power to prevent them. 

If the insurance man can place in their hands fire prevention 
methods that are at once safe and effective, he will have served 
their interests as well as his own. 

PYRENE FIRE EXTINGUISHERS will conquer all kinds 
of incipient fires met with in actual practice. 

PYRENE uses a new method of conquering fire. It smothers 
with a heavy, non-injurious gas blanket, and does not wet down 


renl§ 





They will do everything that 


or stamp out by mechanical pressure. 
PYRENE is also a 
electrical fires. 


non-conductor and is safe to use on 





INCLUDED IN THE LIST OF APPROVED FIRE 
APPLIANCES ISSUED BY THE NATIONAL BOARD 
OF FIRE UNDERWRITERS. 








Records of the use of PYRENE FIRE EXTINGUISH ERS 


on a wide variety of fires are at your disposal. 
W rite for full information 


PYRENE MFG. CO. 


DEPT. L 
1358 Broadway, New York City 











SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York MORRIS L, DUNCAN, U. S. Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doing so 











CLARENCE A. KROUSE & COMPANY 
GENERAL INSURANCE AGENTS 


Pennsylvania—New Jersey 
325 Walnut Street, Philadelphia, Pa. 
AND 
Haddonfield, New Jersey 





Representing the following companies for Philadelphia 


Lumber of N. Y. Ben Franklin 
Peoples National Central Union 


EASTERN PENNSYLVANIA AND SOUTHERN NEW JERSEY 


Continental 

Firemens, N. J. 

Granite State 

Jefferson, Pa. 

Peoples National 

St. Paul Fire and Marine 
Teutonia, Pa. 

National Ben Franklin 


Concordia 

Lumber, N. Y. 

Franklin, Pa. 

Central Union 

Citizens 

Phoenix, of Hartford 
Springfield Fire and Marine 
Western of Pittsburgh 


General Agents Commercial Casualty Co. of Newark 


ST. PAUL FIRE AND MARINE AGENCY FOR AUTOMOBILE FLOATING POLICES 
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ARRANGINGFOR THENEWORDER orroce eee herd when and. mae acers | 
all along the line over the changes thus | 
BECOMES EFFECTIVE JULY 1. affected, and it is believed that the busi- 





Co-operative Plan in Western Territory 
Fully Worked Out—All Concerned 
Hopeful of Future. 


Chicago, June 5 (Special).—July 1 has 
been fixed as the date of the beginning 
of the co-operation plan in the West. 
This date was set by the joint commit- 
tee of the Union and the Bureau on 
Friday of last week in Chicago. From 
that time, the mixed agencies will be en- 
titled to Union graded commissions, 
That means the “mixed agencies” as 
of April 6. Any changes which have 
been subsequently made in agencies of 
this class. affecting the entire nature 
of the agency, that is to say, if it has 
been cleared one way or the other, do 
not affect the agency as far as its com- 
missions are concerned. It still remains 
a mixed agency. 

The point raised by the Bureau com- 
panies, whether an agency had the right 
to clear one way or the other, at the 
decision of the local agent, was satis- 
factorily settled by the joint committee, 
according to the original plans, to the 
effect that nothing can change the 
status of an agency as fixed on April 6. 
The Union members maintained that 
this was the only way their interests 
could be conserved in the matter and 
the point was conceded. 

The many interesting and perplexing 
individual questions, which will natural- 
ly arise under the operation of the 
agreement, will be settled by a special 
sub-committee of four members of the 
joint conference committee, two from 
the Union and two from the Bureau. 
They have not yet been appointed. 
They will be considered a committee 
on rules of practice. The chairmen of 
the two joint committees have been 
overwhelmed with queries already as to 
what must be done by companies in 
specific cases and their correspondence 
on the subject is voluminous. The ap- 
pointment of the committee and the 
adoption of the rules of procedure ac- 
complished, they will be able to work 
out their own problems for themselves. 

The agreement will not affect very 
many agencies in the field after all. The 
work of separation, while it lasted, was 
quite thorough, and it is doubtful if ten 
per cent, of the agencies of any com- 
panies in either organization will come 
under the rules. In the other agencies, 
no change whatever will be noted. 

There are a few big companies out 
of both organizations, the possible fu- 
ture course of which is worrying the 
members of the so-called “mosquito 
fleet.” There are Bastern companies, 
some of them foreign, which write big 
lines either direct or surplus. They will 
be in a position to compete actively, it 
is stated, even with the organization 
companies on account of their large re- 
insurance facilities. What sort of a 
factor they will become in competition 
in the future remain® to be discovered. 

The change necessitates sacrifices on 
the part of some of the companies in 
the agreement, as any changes which 
field men have made in the way of 
clearing or mixing agencies since April 
6, will have to be undone. Managers, 
however, are cheerfully acquiescent in 
this regard and all work of that sort 
will probably be unraveled by July 1, 
when the new commission scale for mix- 
ed agencies goes into effect. 

From that time on, special agents will 
find a decided change in methods of 
operation necessary. Field men of 
either class will have to devote theim- 
selves to their own class of agencies, 
or else develop entirely new material, 
whenever they wish to plant. It is 
thought by some that this will consider- 
ably inerease the competition among 
local agents at some points. There is, 





ness generally will be materially bene- | 


fited by the new order. 





HAMPERING GROWTH, ETC. 





(Continued from page 1.) 
for the purpose of voting upon the 
question of liquidation. 

“I deem it my duty to call the at- 
tention of the stockholders to the fact 
that I have only consented to this 
course after a thorough study of the 
situation, and because of a firm belief 
that it is to the best interest of all 
concerned. 


“The attempts to buy the business 


cf the Company, which attempts are 
referred to in the preamble to the reso- 
lution seriously affected 
business. 

“Necessarily in the city of New 
Orleans, where the Company’s thorough 
solvency has always been fully appre- 
ciated, the business has in no sense 
suffered, but you will readily recognize 
that the moment it is announced 
broadcast that an attempt has been or is 
being made to purchase a company the 
agency force becomes restless and this 
results in a diminution of the business 
of the Company. 

“In addition to this, statistics will 
show that underwriting has been un- 
profitable for the past few years, and 
in addition to this the provisions of 
Act 105 of 1898 providing for the in- 
vestment of funds of insurance com- 
panies has seriously hampered us. By 
this statute insurance companies can 
only invest in bonds of the United 
States, bonds of the State of Louisiana, 
and bonds of the city of New Orleans 
or other cities in the State of Louisiana 
of over 30,000 inhabitants, certain stocks 
and mortgage paper to a limited extert. 

“Necessarily the depression that has 
existed here during the past four years 
has caused a serious reduction in the 
market value of our assets and securi- 
ties, which have always been looked 
upon as giltedge sound and conserva- 
tive, and worthy of being the medium 
cf investment for the funds of corpora- 
tions and of minors. They have depre- 
ciated to an extent entirely unexpected. 
Annually this Company has had to face 
this depreciation, and commissioners 
from other States have forced us to 
reduce values because of market prices 
when the security behind these values 
has in no sense been impaired. 

“Practically every State in the Union 
has retaliatory laws, and legislation in 
Louisiana during the past fifteen years 
has brought about an enforcement of 
these retaliatory laws to the great dis- 
advantage of this Company. 

“The board of directors and many of 
the large stockholders outside of the 
board have given the matter serious 
consideration. They are firmly of the 
cpinion that the stockholders can now 
liquidate the business at a substantial 
benefit. 

The contract of reinsurance with the 
Royal Insurance Company, Ltd. of 
Liverpool, England, has received care- 
ful scrutiny of the board and of the 
counsel of the Company. It has been 
pronounced fair and is subject to the 
ratification of the stockholders. 

“My connecton wth the Company 
dates for a period of thirty-one years. 
My whole past has been wrapt in the 
interests of the Company, my future 
depended upon its success. No one has 
been or could be more interested in 
‘ts continuing than myself. My sense 
of loyalty and duty however, force me 
to the honest and frank expression that 
conditions beyond the control of the 
most enthusiastic and loyal employes 
of the Company recommend the course 
which the board has pursued. 

“TI therefore, without hesitancy, advise 
the stockholders to accept it, and en- 
close you power of attorney which | 
would thank you to sign and return to 
me to the end that the liquidation may 
be successfully consummated.” 


its outside 











Capital Stock - 
Liabilities - - 
Special Reserve Fund 
Net Surplus - 


Total Assets 


C, E. Sheldon, V. 


Pres’t. 





FIRE & TORNADO INSURANCE 


American of Newark 


Chartered in 1816 


P. L. Hoadley, President 


F. Hoadley, Asst. Sec’y. 


$1,000,000.00 
5,081,886.03 
300,000.00 
,_2,.962,548.52 


$9,344,434.55 


C. W. Bailey, See’s. 





























ESTABLISHES NEW BUREAUS. 





New York Insurance Department Has 
Separate Bodies to Carry Out 
Recent Law. 





Superintendent William T. Emmet 
kas established in the New York office 
of the Department three 
bureaus to carry out provisions of the 
passed in the 
the Legislature. The three bureaus are 
that to handle rate making, 
plaint bureau brokers license 
bureau of investigation. Samuel Deutsch- 
berger has been put in charge of the 
first, Josiah L. Wood of the second and 
Wilbur H. Nangle of the 
under Second Deputy James J. 


Insurance 


law recent sessions of 


the com 
and a 


Hoey. 
Superintendent Emmet said that these 
new bureaus had been made 
by new legislation resulting from the 
Merritt investigation. These laws have 
added to the department's former duties 
the investigating and licensing of 
brokers, the regulation and supervision 
cf rate making associations, investiga- 
tion of violations of the anti-rebate 


necessary 


third, all 


law, of alleged discrimination in rates, | 


of fraudulent practices, ete. 

“The department has completed an 
examination of the Underwriters’ Asso- 
ciation, whose jurisdiction extends 


throughout the State, exclusive of New 


York city,” said Mr. Emmet, “and an 
examination is now being made of the 
New York Fire Insurance Exchange 


The results thus far have proved that 
the department can be of great assist- 
ance to the public in securing good 
insurance at the lowest rates consistent 
with sound business principles. Three 
hearings have been had on complaints 
against the New York Fire Insurance 
Ixchange for discrimination in rates 
To the complaint bureau will be re- 
ferred miscellaneous complaints, of 
which the department receives many. 
Fraudulent practices on the part of 
insurance companies’ agents or brokers, 
violations of the anti-rebate law, etc., 
will receive careful attention there. It 
is the purpose of the department to co- 


operate with the public and with the 
insurance companies in stamping out 
corrupt practices.” 


Home's Annual Outing. 

The annual outing and games of the 
Home Insurance Company was held at 
College Point, L. I., on Saturday last 
Contests were arranged between the dif 
ferent divisions in field events, ball 
game and bowling. President E. G. 
Snow gave to the best individual bowler 
a suit case and Vice-President E. H. A. 
Correa also gave a suit case to the win- 
ner of the half mile run. There were 
numerous other prizes given by officers 
of the Company. A shore dinner was 
served to those on the outing. 


GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 


Statement, January 1, 1912 
Cash Capital... .. $1,000,000.00 
pT eee 6,852,645.96 
Net Surplus 2,289,631.94 
Surplus for Policy 

Holders ....... 3,289,631.94 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 





HAS A 

Cash Capital - - $1,000,000.00 
Cash Assets - - 4,820,678.00 
Cash Surplus to Policy 

Holders - - - 2,288,079.00 

The real strength of an insurance company is 
tl t vatism of its management, and the mat 
1 t of THE HANOVER its an absolute as 
at > of the security of ita policy 


RK. EMORY WARFIELD 
JOSEPH McCORD ~- Vice-Pres. & Sec'y 
WILLIAM MORRISON - Asst. Sec'y 
JAMES W.HOWLE - « 


President 


Gen, Agent 
HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 











WESTERN ano 
ATLANTIC FIRE 


INSURANCE CO. 
NASHVILLE, TENN. 
CAPITAL - - - - - $200,000.00 
NET SURPLUS - - - $122,760.50 


H. H. RIMINGTON, Manager 
C. A. ROWLAND, Special Agent 
21 S. Linwood Ave. - - Crafton, Pa. 
OPERATING IN 
Pennsylvania, Ohio, Maryland, Virginia, West 


Virginia, Tennessee, Kentucky, Alabama, 
Louisiana, Indiana, Illinois and Colorado 
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STATE BOARD RAISBD RATES 


NOW THEY WANT IT ABOLISHED. 


Louisiana Would Go Back to Rates 
Named by Companies—Hearing 
by Legislature. 


The judiciary committee of the 
Louisiana Legislature is conducting a 
hearing on the advisability of repealing 
the act creating the State Fire Rating 
Board, Almost all of those who have 
appeared before the committee have 
favored the abolition of the board. Dr. 
Jos. M. Elliott, of New Orleans, told the 
committee that he owns a number of 
pieces of property in the city and knows 
from personal experience that the fire 
rates have increased from 40 to 50 per 
cent. since the establishment of the rat- 
ing board. There had been no decreases, 
nor has there been any competition dur- 
ing the existence of the board, he said. 

David Hughes of the Homeseekers’ 
Homestead Association of New Orleans 
devoted his attention principally to ex- 
plaining the methods, as he claimed, by 
which insurance boards, through technt- 
calities, pile up the insurance rates. Hé 
attempted to illustrate the point by ex- 
piaining the working of the National 
Board of Fire Underwriters. The board, 
he said, issues various codes governing 
the erection and equipment of buildings, 
and these codes are distributed among 
all State fire prevention bureaus and 
adopted by them. 3uildings, he said, 
are condemned or approved in accora- 
auce with the requirements of these 
rules, 

For example, an electrical inspector 
will be notified to make an inspection 
of a building. He will report to the 
bureau that he finds several defects to 
exist. The bureau immediately will 
notify the owner of the building. If the 
defects are not corrected, there will be 
an atic in the insurance rate 
amounting to a given per cent. The 
owner of the building calls in an elec 
trical contractor for the purpose of get- 
ting a price for the correction of the 
defects, and finds, on an average, that 
the cost will amount to the increased 
insurance premium for several years. 
In the end, he pays the increase her pre- 
mtium, instead of correcting the defects, 
because he finds out that this re ical 
code is amended every two years by the 
National Board of Underwrite and 
that if he makes the correction this year 
he may have to go to a similar expense 
within the next two years. 

Mr. Cunningham of the New Orleans 
Board of Trade took the position that 
the companies are not interested in the 
maintenance of the Fire Rating Board, 
but, on the contrary, would be glad to 
get rid of it, as by doing so they would 
be relieved of State interference. Hé 
eontended that the board has worked 
for the establishment of uniform rates 
and in securing them has accomplished 
a public berefaction. 

Peter F. Lawton, of Algiers, who has 
been leading ‘the fight on the rating 
board, said many charges recently have 
peen made that rates of fine insurance 
have been excessively raised through- 
out the State, and he could prove the 
correctness of these charges. The rate 
of which he complained individually, he 
said, is under the new scientific sched- 
ule recently promulgated by the com- 
panies as the unprotected mercantile 
risk. This hazard is that of a perfectly 
built. slate-roofed, frame structure, iso- 
lated, but over 1,000 feet from a fire 
plug. The minimum rate on this risk 
to-day, as quoted by all the companies, 
is $34 per $1,000, subject to the three 
quarter clause and to penalties for gen- 
eral conditions known as “exposures,” 
which raises the rate all the way from 
$45 to $70 per $1,000. This charge ap- 
plies to every mercantile structure in 
every town and parish in the State 1,000 
feet from a water plug. He contended 
that there is nothing in the history of 
fire insurance which justifies any such 
rate on such a structure, whether it be 
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1,000 feet or 1,000 miles from a fire 
plug. 

“Any such rate as $50 per $1,000, for 
instance, on both building and stock, 
imposed upon mercantile pursuits in the 
rural districts of this State,” said Mr. 
Lawton, “is unjust and extortionate, 
and has a direct and positive influence 
on the present high cost of living, and 
should be suppressed at the earliest op- 
portunity possible. This excessive 
basic rate’ of $34 is reflected in the 
excessive average rate of $15.80 collect- 
ed by this insurance trust from the 
veople of this State last year for every 
$1,000 they insured, which, in turn, was 
33.50 per $1,000 more than the Board of 
Trade denounced as being excessive in 
1908, before the big improvements were 
installed in the city of New Orleans for 
the purpose of reducing the fire risk 
in that important part of the State. 
When it is considered that an average 
cof $6 per $1,000 of insurance will pay 
the fire losses, it becomes at once ap- 
parent that the complaints being made 
against this insurance trust of charg- 
ing exorbitant rates are well founded.” 

In order to accomplish this relief, said 
Mr. Lawton, it will be necessary to re- 
peal both the act creating the so-called 
hire Prevention Bureau and the act cre 
ating the Fire Rating Board, while pro- 
viding for a new Fire Prevention Bu- | 
reau whose business it would be to pre-| 
vent fires and not fix rates, as has been 
the principal business of the present 
board. “This would save the State 
Treasury thousands of dollars now} 
being wasted upon an absolutely use-. 
less public board, which, under an in- 
geniously drawn charter containing no 
penalty clause and the impotency of the 
8eneral laws, has been levying for years 
an extra tax of probably $5 per $1,000 
upon the people of the State,” he said. 





Wisconsin Won't Substitute Licenses. 


Insurance companies operating in 
Wisconsin have received the following 
notice from Insurance Commissioner H. 
L. Ekern: 

Madison, Wis., May 27, 1912. 

Dear Sir:—This department has, in 
the past and under certain conditions, 
allowed the various companies transact- 
ing business in this State to return an 
unused agent’s license, and we have 
then or thereafter permitted another 
agent’s license to be substituted in its 
place. The demands for such substitu- 
tion include an increasing number which 
the department has been obliged to re- 
fuse, and, as the amounts involved are 
small and a little more care on the part 
of companies will avoid loss in almost 
every case, you are hereby informed 
that, after July 1 next, when an agent’s 
license has been received by us and the 
money for the same deposited with the 
State Treasurer, no credit or substitu- 
tion will be allowed for the same, 





Examining Peoples National Fire. 





The insurance departments of New 
York, Pennsylvania, Massachusetts and 
North Carolina to-day commence a joint 
examination of the Peoples National 
Fire Insurance Company of Philadel- 
phia. The inquiry into the condition of 
the Company is being made through the 
committee on examinations of the Na- 
tional Convention of Insurance Commis- 
sioners, of which Insurance Commis- 
sioner Young of North Carolina is chair- 
man. The examination will be conduct- 
ed on behalf of the outside States by R. 
A. Elmer for New York, Joseph Frog- 
gatt for North Carolina and S. H. Wolfe 
for Massachusetts. ‘The selection of 
Mr. Wolfe by Commissioner Hardison, 
attests the continued confidence of that 
eautious official in the ability and in- | 
tegrity of the widely known New York | 
actuary. 








County Fire in Western Union. 


President Charles R. Peck of the| 
County Fire of Philadelphia hes been | 


lee li hi h | 
oo to membership in the eae’ 100 WILLIAM STREET - ie ss 


COURT STOPS BIG TAX GRAB. 1853 1912 
SIXTIETH YEAR 


FARMERS’ 
The efforts of the city of Mont- 
gomery to collect from the fire insur- | N UR 
ance companies a local tax in excess | 
of 4 per cent. were declared by the COMPANY 


state Court of Appeals to be titegal. | 
YORK, PENNSYLVANIA. 


Alabama Court of Appeals Says Mont- | 
gomery Exceeded Its Authority in 
Assessing Companies. 


The court’s decision upheld the consti- 
tutionality of that section of the revenue 
bill which provides that a municipality | 
shall not assess a fire insurance com- 
pany more than 4 per cent. on each 





one hundred dollars of gross premiums. Assets, Dec. 31-1911........ $1,120, 133.97 
The decision was rendered in the case | Net S 1 aay a 
of the city of Montgomery vs. the Net Surplus, ,, ,,..-....... 97, 492.39 


koyal Exchange Assurance, which had 

been appealed from the city court of : 
Montgomery. The case in the lower| W. H. MILLER, president 
court had been decided in favor of the A. S. McCONKEY, 


Company. Secretary and Treasurer 











THE MONONGAHELA UNDERWRITERS 


Created to protect the business and agents of the MONONGAHELA INSURANCE COMPARY, estab! 
1854 when that Company was absorbed by the AMERICAN UNION FIRE INSU RANCE COMP N’ & 


THE PITTSBURGH FIRE INSURANCE COMPANY 


Established 1851 _ Of PITTSBURGH, .PENNA. 


- THE GERMAN FIRE INSURANCE COMPANY 


Established 1867 Of WHEELING, W. VA. 


EASTERN DEPARTMENT 


Manhattan Life Building, Philadelphia, Penna. 


The well established record of this office for promptness and fairness will be maintained, and 
facilities are better now than ever before. 


aa ee FRANK C. STURTEVANT, Manager 


JEFFERSON 


FIRE INSURANCE COMPANY 
OF PHILADELPHIA 


ALEXANDER N. STEWART, President 
8S. LAURENCE BODINE, Vice-President 
SAM’L W. SCOTT, Secretary 


RINNELL AUTOMATIC SPRINKLERS 


STEAM AND HOT WATER HEATING AND POWER PIPING 























GENERAL FIRE EXTINGUISHER COMPANY 


Executive Offices - - - - - Provipence, R. I. 





~ ~ — 








Calumet Insurance Company 
CHICAGO 




















WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA, 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANGE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsylvania. 
WESTERN RESERVE iNSURANCE GO., of Ohle 


New York 
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AMONG THE SPECIALS 











Missionary Work by the Special Agent. 





Insurance as a factor in commerce, 
and the importance of the insurance 
agent in the community, is good for an 
hour or so discussion between the spe- 
cial and the agent. 

The special knows and can impress 
on the agent that without insurance, fire 
and marine, commerce would come to a 
standstill. 

The manufacturer cannot afford to 
risk his money in a plant without being 
insured aganst fire. He cannot get ac- 
commodation at the bank to carry his 
stock and materials without the col- 
lateral security of fire insurance. He 
cannot afford to ship his output over 
seas without marine insurance. He can- 
not afford to sell to the wholesaler on 
time without the collateral security of 
the fire insurance. 

The wholesaler cannot afford to risk 
his capital in burnable or sinkable prop- 
ert without insurance. He cannot 
afford to sell to the retailer on time 
without the collateral security of fire in- 
surance, 

The collateral security furnished by 
fire insurance makes the retailer a cash 
to the wholesaler; the wholesaler 


ma 
a cash man to the manufacturer, and 
the manufacturer a cash man to the 
banker. 


The real estate owner having a $100,- 
Mw) lot, to be improved by a $100,000 
building, arranges with his bank for a 
loan of $100,000, giving as security a 
mortgage on the lot and improvements, 
backed by the collateral security of 
$80,000 insurance on the building, mak- 
ing the security as good as a deposit 
of bullion, and secures the lowest pos- 
sible rate of interest. 

The family man, owning a lot worth 
$1,000 or $10,000 on which he wishes 
to build a home, arranges for a loan 
equal to or a little more than the value 


of the lot, and at the lowest rate of 

est based on his warehouse re- 
ceipts, and backed by the collateral se- 
( ty of an insurance policy, as low as 
he could on bullion. This enables him, 
on a capital of $100,000, to purchase 


$1.000,000 worth of products and there- 
b oost prices to their highest. 

The manufacturer and the merchan# 

ng cash men get their goods at cash 
prices, and can sell to the trader or con- 
s er at net cash rates. 

The insurance agent should be taught 


to feel that he is one of the most im- 
portant men in the town. He furnishes 
the collateral security, and pays the 
money when the real security is de- 

oyed. He is the man who put up 
$185,000,000 to rebuild San Francisco, 


and he is the only man in any town 
who can say that if the town is burned 
out of existence over night he will pay 
for it on call. 

He must be taught by the special 
agent to uphold this responsibility by 
being careful on his contracts, by know- 
ing the good character of the insured, 
aud in sustaining that good character 
by being certain that property wagered 
by the insured to burn within the life 
of the contract is worth at least twenty- 
five per cent. more than the coin bet 
against it by the agent; that the insur- 
ed, to win his bet, must stand to lose 
not less than one dollar and a quarter 
for each and every dollar he stands to 
win. 

There is no better evidence of an 
honest loss than a proof showing a cash 
value of $10,000 with an insurance of 
$8,000. 

The agent can be fooled on the char- 
acter of the man who bets against him, 
but he should not be fooled on value of 
the property wagered against the com- 
pany’s coin. 

The book agent, the piano agent, the 
sewing machine agent and other agents 
who introduce the Juxuries and the ne- 
Cessities of life, adding to the comfort 
of the community, have no responsibil- 


ity beyond delivering the article, col- 
lecting the coin, retaining the commis- 
sion and remitting the balance. The 
fact that the manufacturer may go 
broke because of selling too cheap, or 
the article prove bogus because of be- 
ing too cheap, or the purchaser becomes 
an undesirable citizen, need not worry 
that agent one bit, as his respousibility 
ends on collecting and remitting. 

The insurance agent, however, after 
having sold the policy, collected the 
premium and remitted the company’s 
share, assumes the responsibility cf 
guaranteeing to the purchaser that the 
article sold (the policy) will be as good 
at the end of one, three or five years 
as when it was sold; that his company 
is not selling a cheap article at a cheap 
price. He also guarantees to the com- 
pary that the purchaser will have 1s 
much use for the policy at the end of 
its term as when it was issued, and 
that any deterioration in character or 
in conditions or value will be promptly 
observed or the contract cancelled. 

The agent holding policy blanks that 
he is authorized to fill out as collateral 
security for thousands, tens of thou- 
sands, or millions of dollars, is certainly 
one of the most important men in the 
community.—Fireman’s Fund Record. 





* 

James D. Faust of Bethlehem, Pa., 
has been appointed special agent of the 
Monongahela Underwriters and _ the 
Southern States Fire for Eastern Penn- 
sylvania. 

M. A. Kunzinger formerly special 
agent for the Dutchess Fire in New 
York State, went with the General Ad- 
justment Bureau on June 1 and will be 
attached to the New York office. 

M. S. Pendleton is now the Peoples’ 
National special in New York State. 

Elsewhere in these pages the Jeffer- 
son Fire, of Philadelphia, advertises for 
2 special agent to travel New York 
State. 

Anson D. Birchard, special agent of 
the Hartford Fire in Pennsylvania died 
recently at his home in Elmira, N. Y. 

Julius H. Weed, for many years in 
ithe insurance business in Lowville, N. 
Y., died last week. 

Albert L. Townsend, an agent at 
Albany, N. Y., committed suicide. It is 
said he took his life to escape arrest on 
# charge of bigamy. 





Standard Fire Announces Field Changes 





The Standard Fire, of Hartford, fol- 
lowing the resignation of A. R. Porter, 
who covered Minnesota, Michigan and 
Wisconsin, announces a re-arrangement 
of its territory. William O. McLellan4, 
whose headquarters are at Fargo, N. D., 
will be removed to Minneapolis where 
ihe will cover Minnesota and the North- 
ern Peninsula of Michigan. E. W. 
Tinsley, from headquarters in Chicago, 
will have Wisconsin added to his field. 
Fred W. Peters, whose headquarters are 
at Marion, Ohio, will have the Southern 
Peninsula of Michigan added to his ter- 
ritory. 





Watertown Board Elects Officers. 





At the annual meeting of the Water- 
town (N. Y.) Board of Fire Underwrit- 
ers, held on Friday last, the following 
officers were elected: President C. F. 
Peck: vice-president, A. T. Matthews; 
secretary-treasurer, Clarence J. Green. 





Agents’ Delegate to International 
Congress. 





Glarence 8S. Pellet of Chicago, of the 
well-known firm of Critchell, Miller, 
Whitney & Barbour, has been appointed 
by the executive committee of the 
National Association of Local Fire In- 
surance Agents to represent the or- 
ganization as delegate to the Inter- 
national Insurance Congress in session 
in London, June 3, 4, 5 and 6. Mr. 
Pellet is at present traveling in Europe 
with his wife. 
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HUDSON UNDERWRITERS 


AGENCY OF THE 


LUMBER INSURANCE COMPANY OF NEW YORK 
CAPITAL $400,000 


84 WILLIAM STREET 





NEW YORK 








American Union Fire 


Insurance Co. of Philadelphia 
CAPITAL $500,000, FULL PAID 


(Organized and Incorporated Under the Laws of Pennsylvania) 
JAMES F. STONE, President 
331-337 Walnut Street PHILADELPHIA, PA. 








Correspondence Invited from Agents Where Not Already Committed 
INSURANCE CO., Ltd. 


THE YORKSHIRE Sree castan 


Is now entering the Eastern States for Agency Business, appointing Representa- 
tives in the principal Cities, and will soon be prepared to consider other territory 
ESTABLISHED 1824 
The ‘‘ Yorkshire ’’ is the Oldest and Strongest of the English Fire Companies 
not heretofore represented in the United States. Ample funds have been fur- 

nished for purposes of United States deposit and investment. 
FRANK & DU BOIS, U. 8S. Managers, 47 William Street, New York 
New York Life Insurance & Trust Co., U. 8. Trustee, New Vork 
WILLARD 8S. BROWN & CO., Metropolitan District Mgrs., 1 Liberty St.. New York 








WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 


Managers Accident and Health Department 


PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 
for New Jersey Incorporated 1868 Assets Over $18,000,000 
Third oldest American Company writing Acciden* and Health Insurance. 
Assets over $18,000,0U0 Stockholders’ Liability unlimited. Double 
Indemnity Clause includes while on the Platform, Steps and Running- 
Board of any public conveyance. Physicians, Surgeons, Undertakers 
and Dentists receive all benefits of preferred risk without extra charge. 
SEE OUR NEW SAMPLE POLICY. NONE BETTER. 


PACIFIC MUTUAL INDEMNITY COMPANY OF CALIFORNIA 
Incorporated 1906 
Issues the same liberal Accident and Health policies as does the Life 
Company. Territory covered—Southern New York, including New York City. 


All losses adjusted and paid through our office immediately upon receipt of satisfactory proof 
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ATTACKS STATE MADE RATES 


POTTER TAKES STRONG STAND. 





Illinois Superintendent of Insurance 
Makes Important Recommendations 
to Governor. 





Superintendent F. W. Potter of the 
Insurance Department of Illinois makes 
some very important recommendations 
in his annual report to Governor 
Deneen covering the operatiohs of his 
department during the current year. He 
attacks State rate making and goes so 
far as to say that the fire insurance 
companies licensed in Illinois should 
not be permitted to do business in 
States with high loss ratios that regu- 
late the fire insurance rates. Superin- 
tendent Potter recommends a strict 
anti-discrimination law and is in favor 
of limiting the expense of the fire. in- 
surance business. He says: 

No other form of insurance activity 
has in recent years been the subject of 
so frequent legislative inquiry and at- 
tack as fire insurance. Whatever may 
be the results of these investigations, 
or the operation of the recently enacted 
laws, the cause of the agitation is trace- 
able directly to the stock fire insurance 
companies. 

Immediately following the San Fran- 
cisco fire, while the attention of the 
whole country was directed to fire in- 
surance, the fire companies began a 
nation-wide campaign of publicity and 
fire insurance education. 

Of necessity, it was their first duty 
to bring the public to a full understand- 
ng of the importance and magnitude of 
the problems involved, and to do this 
the elements of the premium charge 
were analyzed, and for the first time 
n the history of the business were in 
a systematic way made public. 

It was shown that American insureys 
were paying more than $2.50 per capita 
annually in premium charges while the 
cost of the same indemnity. in foreign 
-ountries was from one-fourth to one- 
twentieth of this amount. 

The fire companies, through various 
organized agencies for this purpose, ex- 
ploited the necess for better build- 
ing laws and ord nees for cleaner 
streets, alleys and buildings, safer elec 
trical wiring, the general removal of all 
known causes of fire, and especially the 
enactment of more stringent laws pro- 
viding greater personal responsibility 
for preventable fire losses. 











This educational campaign has not in 
all localities met with the result antici- 
pated, but, on the contrary, some of the 
States have assumed that the reason 
for the high cost of fire insurance was 
entirely with the insurance companies, 
rather than with the insurance buyers 

Even in this very progressive period 
of our national evolution, it is quite evi- 
dent that the average citizen is very 
anxious to reform his neighbor, but 
hesitates at reform if it begins at home. 
Fire insurance is just now the subject 
of much reform of this character. 

The legislative commissions of Illinois 
and New York, both of which made re- 
ports in January, 1911, found that the 
profit of fire insurance in the United 
States was not unduly large; indeed, not 
sufficiently large to warrant a sugges- 
tion that premiums might be reduced 
without previous reduction in the ex- 
pense of fire waste. But notwithstand- 
ing this condition, several States, since 
these reports were made, have under- 
taken the problem of State rating for 
fire insurance, and in every instance 
upon the representation that the profits 
of the business were abnormally large, 
and that reductions in premium charge 
could be secured only by State inter 
vention and supervision. 


It is not believed that any law pro- 
viding for State-made rates will very 
long be satisfactory to its promoters if 
it does not result in a substantial rate 


reduction in the States having such 
laws. Indeed, this is the avowed pur- 
pose of such laws, and has been the 
result where the laws have been very 
long in operation. 

Makes Far Larger Loss Rates. 

Two States with laws of this kind 
have in 1911 produced a loss ratio about 
25 per cent. above the normal ratio in 
the United States, and 30 per cent. 
above that of Illinois, and without any 
conflagration and with no loss beyond 
the ordinary. ? 

It appears very certain that impor- 
tant insurance States producing a large 
volume of premiums and with a normal 
loss ratio, will not long license com- 
panies operating in those States having 
rating laws, which refused to so regu- 
late their rates as to produce a fair 
contribution of the general premium 
charge of the country. 

The interest of the State in the pre- 
mium charge primarily is twofold: 

1. That the premium tax is fairly 
distributed within the State according 
to hazard; and 

2. That the rate level in the State 
preserves a fair and proper relation to 
that of other States and to the country 
at large. 

Illinois should pay a ratable share of 
the fire losses of the whole country, as 
should all the States, and insurance 
companies should be permitted to so 
adjust their charges as to produce a 
reasonable profit and accumulate a 
reasonable surplus for extraordinary 
losses, and no State should enact or 
enforce any law which will seriously 
disturb this adjustment or prevent fire 
insurance from performing its proper 
economic function. 

There is no doubt that there is not 
now an equitable distribution of the 
premium tax in Illinois. Competition 
and other causes have contributed to 
destroy the adjustment, and it is doubt- 
ful if insurance companies themselves 
can or will produce a satisfactory dis- 
tribution. 

The legislature should, therefore, pass 
a stringent antidiscrimination law and 
clothe the insurance department and 
the State’s attorneys in the several 
counties of the State with power to en- 
force it, and should also give the in- 
surance department power to inquire 
into the questions of rate inequality and 
authority to enforce its rulings upon 
this subject. 

We are certainly living in a day of 
regulation and investigation, and how 
far the so-called regulation should in- 
terfere with the normal functions of the 
vreat commercial and industrial activ- 
ties is an economic problem which 
should have more care and thought 
than it has been receiving. 

It is difficult to appreciate the rea- 
ons for a law providing for State-made 
fire insurance rates which do not argue 
with equal power in favor of State-made 
lumber rates, or of State-made rates 
for the retail business of flour, meat, or 
clothing, and it is not unlikely that buy- 
ers of fire insurance, who are also sel- 
lers of something else, may in the near 
future find their own argument in favor 
of paternalistic fire insurance turned 
against all forms of industrial and com- 
mercial enterprise. 

The expenses of conducting the fire 
insurance business has increased very 
greatly in recent years, partly as a mat- 
ter of necessity, but partly as a result 
of strenuous and sometimes unreason- 
able competition of business. Here, 
again, the State should interfere, and 
by law place some proper limitation 
which would prevent further increase 
and enable fire insurance to rid itself 
of some of the needless and uneconomic 
charges upon it. The expense ratio of 
218 companies reporting to this depart- 
ment for the year ending December 31, 
1911, was 40.73 per cent. of the net pre 
miums, high enough certainly to attract 
the attention of the General Assembly 
unless the companies take prompt an1 
effective steps to at least prevent a fur- 
ther increase. 

The 47th General Assembly passed 
what is known as the Lloyds bill, regu- 


lating the Lloyds, inter-insurers and 
reciprocal underwriters. The law has 
been enforced since Jan. 1, 1912, and 
eighteen Lloyds and eighteen inter-in- 
surers have complied with it. So far 
as observed, it has been satisfactory, 
but it is believed that the law should 
be amended so as to provide for a sub- 
stantial deposit with the State depart- 
ment by all organizations coming under 
its provisions, and also providing for 
the payment of taxes upon net pre- 
miums by reciprocal underwriters and 
inter-insurers. 

The last General Assembly also ap- 
pointed a committee of five members 
from the Senate and five from the 
House for the purpose of codifying the 
insurance laws, making further inquiry 
into fire insurance conditions, and re- 
porting upon the desirability of old age 
pensions. 

A consideration of the suggestions 
here made is respectively urged upon 
the committee, and also that they should 
follow the recommendation of the IIli- 
nois Fire Insurance Commission for the 
amendment of the present surplus line 
law, which is defective in its title, and 
without provision for penalty for viola- 
tion. 

This department has been co-operat- 
ing with Caairman ApMadoc and his 
committee in codifying and re-arranging 
the insurance laws of the State, and will 
continue to do so wherever possible, and 
it is confidently expected the new code 
will be harmonious, complete and satis- 
factory, and that the report of the com- 
mittee will be adopted by the next 
legislature. 





DIDN’T READ LLOYD’S POLICY 





Which Contained a Warranty That Had 
Been Ignored—Sue To Get 
Loss Payment. 

The Supreme Court at Ottawa has 
heard the case of the Rice vs. Rudd 
Piper Box Company, in which the 
respondents instructed Rice to obtain 
insurance on their stock and machinery. 
He placed it with Lloyds, London, 
through a Toronto corespondent. There 
was no written application, but a type- 
written form was given to the corre- 
spondent, and attached to the policy 
wren issued. Appellant received the 
policy, and without reading it over sent 
it to respondents, who also failed to 
read it. When it expired it was re 
newed, Rice again acting for re- 
spondents in obtaining the renewal. 
A fire occurred while the second policy 
was in force, and Lloyds objected to 
non-observance of a warranty, in it 
that a certain company carried . $2,500 
on the stock, which was not in the ap- 
plication. Respondents accepted 65 per 
cent. of the insurance from Lloyds, 
Tondon, and brought action for the 
balance against appellant, claiming that 
he failed to get the policy he was in- 
structed to obtain. ‘They recovered 
judgment at the trial, which was 
affirmed by the Court of Appeals. 
Judgment was reserved. 





BROKERS CONGRESS AT LONDON. 





John A. Eckert Reads Paper—F. G. 
Collins and W. Bartholomay Also 
American Delegates. 





John A. Eckert of New York read a 
paper favoring licensing and regulation 
before the International Congress of In- 
surance Brokers which is in session in 
London this week. Other American 
delegates to the congress are F. G. Col- 
lins of New York and W. Bartholomay 
of Chicago. The congress adopted a 
resolution urging “a well considered 
scheme of state licensing and registra- 
tion of insurance brokers and agents 
for the prevention and abolition of 
abuses which exist.” Mr. Bartholomay 
presided at the afternoon session. 


—= 


SHORT TERM RENEWALS, 





Manager Robb Explains Rule in Regard 
to Short Rates in Hand 
Book. 





Some confusion concerning the opera- 
tion of the rule concerning the renewal 
of short term policies has existed and 
in order to make the matter clear 
Manager Willis O. Robb of the New 
York Fire Exchange has sent the fol- 
lowing letter in regard to it: 

Renewal of short term policies.—it 
is reported that some members are 
wholly misinterpreting the rule stated 
in first paragraph under heading, 
“Short Rates,” on page 71, 1910 edition 
cof Hand Book. That rule reads as 
follows: 

“All insurances for a term less than 
a year shall be charged according to 
the scale for periods less than one year, 
but such insurance may be once re- 
newed for the ratio of the premium 
required for the term for whch the 
criginal policy or last renewal was 
made, provided the renewal is made 
within ten days from the expiration of 
the policy, and provided the last pre 
ceding term was one year, or a term 
charged for according to the scale of 
insurance for less than a year, and pro- 
vided that such policy does not cover 
in a private or public storage store.” 

It is clear that the provision here 
quoted allows for one renewal of a short 
term policy, a reduction in regular 
short rates, only when the term of the 
renewal is shorter than the term of 
the original policy. If the renewal term 
is equal to the original term, this rule 
produces the same premium as the 
regular short rate table, and if the re- 
newal term is longer than the original 
term, the renewal produces a larger 
premium than the regular short rate 
table, hence the latter controls. 

Example: Policy originally written 
for four months at 50 per cent. of an- 
nual rate (per short rate table). If 
renewed for either of the following 
terms the renewal would call for the 
respective premiums indicated below, as 
compared with the figures of the regu- 
iar short rate table: Three months, % 
of 50 per cent. of annual rate, equals 
.375, compared to .40 under short rate 
table; four months, 4-4 of 50 per cent. 
of annual rate, equals .50, just equal to 
rate under short rate table; five months, 
E-4 of 50 per cent. of annual rate, equals 
.625, compared to .60 under short rate 
table. In only the first of these three 
cases is the rule available for a re- 
duction in regular short rates. 





Alabama Business. 


The fire insurance companies doing 
business in Alabama increased their 
volume and losses very much, but re- 
ceived very much less net receipts. 
Business in the State went from $241,- 
479,869 in 1910, to $254,703,465 in 1911. 
Losses jumped from $2,144,666 to $2,- 
363,414. Net receipts were $3,275,949 in 
1911, which were about the same as 
in 1910. 

The volume of marine business in 
Alabama grew from $43,486,200 in 1919, 
to $59,712,697 in 1911, with an increase 
of $130,678 in premiums. Losses in 
this line decreased from $279,664 to 
$135,536. 

Miscellaneous companies increased 
premiums from $494,873 in 1910 to $1,- 
047,702 in 1911, with losses of $547,446, 
a decrease from 1910, of half a million 
dollars, almost. 





Train Blocked the Tracks. 





When the Standard Chair Co.’s plant 
at Union City, Pa., was destroyed last 
winter with a loss of $200,000, it was 
said that the fire department was un- 
able to get to the blaze because an Erie 
Railroad train blocked the track. Now 
twenty-five fire insurance companies 
that were on the loss are suing the Erie 
for the full amount paid, 
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SPEND BIG SUM FOR POSTAGE 
Travelers Account Totals $50,000 


Bought in $10,000 Lots—Other 
Hartford Companies. 





It is well known that insurance com- 
panies are a source of great revenue to 
cities, States and the Federal Govern- 
ment in the form of taxes and other- 
wise, but perhaps no cne has stopped to 
consider how much the companies ex- 
pended on postage until the Hartford 
Courant made an investigation of what 
the Hartford companies spent. Actual 
figures show that last year $104,154.08 
was spent in 1911 for postage stamps 
alone by seven companies. That rep- 
nts only the postage on stamped 
matter, and docs not include large items 
of matter sent out under permit as sec- 
ond class matter, and of other classes. 

The Travelers Insurance Co. spends 
¢50,000 a year for stamps. Five times 
each year the company buys $10,000 
yvorth of stamvs, many of which are 

ed at the home office, and others sent 


res 


io the branch agencies all over the 
country. Aside from this enormous 
postage bill, there is another postage 


account of thousands of dollars a year 
r Canadian stamps, which are bought 
that country, and distributed to the 
branch agencies all over Canada from 
the home office in Hartford. These are 
for the stamped matter, and the 


secount does not take in another vast 
ount of mail matter that goes out 


ler privilege, that is, certain classes 


ef matter, circulars, ete., are sent to 
ti post office unstamped and are 


shed in the post office and charged 

for according to weight. Every stamp 

ihat is bought by the Travelers is per- 

orated before it is used, with the let- 

“Trav,” to insure the company 

nst loss of stamps and to identify 
if they are stolen. 

On the second floor of the Travelers’ 
ding is the post office. Every letter 
ten in the building goes there, and 
rps of girls is kept busy addressing 
elopes for the letters. They get the 


t s 


iided letter as it comes from the 
ographer’s typewriter, address the 
envelope according to the address on 


ietter, and put it into the envelope. 
1en into the post office. The 
office maintains a force of four 
‘s who do nothing but sort and 
bute the company’s mail. The 

cks, set in a large square in the mid- 
die of the room, are all labeled for the 
branch offices and for those who are 
in regular correspondence with the com- 
pany. When a letter comes from a de- 
pariment on the eighth floor for the 

icy in Denver, for example, it goes 
ito the Denver compartment. During 
ne course of the day many more let- 
ters will come from other departments 

the building for the agency, and at 
ihe close of the day there is a mass of 

| going to that place. All the let- 
‘rs are then jut into one envelope and 

led and stamped. It is figured that 

mmense saving in postage is reali- 
zed in this way. 

It costs 2 cents an ounce or a frac- 
ticn of an ounce to mail a letter, and 
t few letters weigh an ounce. Hence 

difference between the weight of 

letter and the full ounce would 
be a loss to the company. By bunching 

he things going to one destination, 
ey are weighed collectively, and just 
the right amount of postage goes on 
the matter to be mailed. The mail is 
over in sacks, and several hand- 
cart loads of sacks are sent to the post 
oflice morning and afternoon. These 
rks do not work on a schedule. They 

sin early in the morning and have 
to work until all the mail is out for the 
‘y, and sometimes they are there in 
early evening getting out the last 
of it. The incoming mail is dis- 
tributed by the same system, and de- 
livered to the eleven floors of the home 
office building on dumb waiters that 


goes 


( tr 


sent 





open into the post office department of 
the building. 
50,000 Pieces a Month. 


Up on the fourth floor of the Phoenix 
Mutual Life Insurance Company’s build- 
ing is where a bulk of the outgoing 
‘nail is handled. An average of 50,000 
pieces of mail is handled here in the 
course of a month, and about $1,000 
worth of stamps are used in that time 
on such articies as go out stamped. 
three girls are the mail clerks. One 
girl, with a machine that does not take 
up more than six inches of space on a 
table, stamps them as fast as she can 
push them through. The stamps are 
inside the machine on a roller, and are 
fed out one at a time. She runs the 
envelopes through the machine and it 
takes about a second to perform the 
whole operation and have the envelope 
drop out on the other side of the ma- 
chine with the stamp in place on the 
upper right hand corner. The envelopes 
are also sealed by a machine that takes 
up less than a foot of space and seals 
the envelopes as fast as a girl can 
‘urn the handle. It works on the same 
principle as the folder on a printing 
press and works about as rapidly. The 
Phoenix Mutual spends about $12,000 a 
vear at the Hartford post office on 
stamps alone, which does not include 
the approximately 1,200,000 copies of 
the Phoenix bi-monthly paper, which 
xo out in the course of a year as second 
vlass matter, and are therefore un- 
stamped. One girl with the stamping 
and sealing machine can accomplish 
#s much in one hour as would require a 
hole day’s work under the old method. 

One of the smallest 
at the local post office is that of the 
Connecticut General Life Insurance 
Company, whose expenditure last year 


postage accounts 


on this account for home office use 
was $2,555.92. Even for a small ac- 


count, that represents enough money 
for a fair salary for the average man. 


The smallness of this account is due 
io the fact that no circular work is 
done from the home office, and the 
ngencies make no record of their ex- 


penditures for stamps. The only stamp 
account kept is that of the home office, 
while thousands of dollars’ worth of 
stamps are bought through other agen- 
vies that are charged under agency ac- 
counts, and are purchased in other 
places than Hartford. 


A brief summary of the postage spent 





by the companies that were able to 
‘furnish an estimate is as follows: 
Fire Insurance. 
BO 6b.ccncdewe . $4. 
co, 7,500.00 $11,738.16 
Life Insurance. 
Sis) ae $7,000.00 
THOVOIOED wn cine 50,000.00 
eae 11,960.00 


2,555.92 


12,000.00 


Conn. General 
Phoenix Mutual 92,415.92 


$104,154.08 


BE Finite ed brew oink ewes 
The Travelers stamp bill is extraor- 
dinary large because that company 


makes a practice of buying the stamps 
here for all its branch offices all over 
ihe country, while the figures for the 
cther offices represent home office ac- 
counts. They spend many times that 
amount for stamps through branch 
offices, but the figures shown in this 
story represent only the receipts to 
the local post office through the city’s 
insurance business. Several of the 
iarge companies were unable to pre- 
pare their figures, and the estimate 
given in the accompanying table does 
not include a large amount of busi- 
ness done through the local agencies 
of companies that have their home 
offices elsewhere. 

All of the companies have branch post 
offices of their own, and keep their own 
forces busy handling the mail. Most of 


them follew the plan of the Travelers 
in bunching in one package mail going 
to one agency, saving hundreds of dol- 
lars in postage in this way alone. 








CASUALTY AND 


SURETY HAPPENINGS 





WEST VIRGINIA’S NEW COMPANY. 

Depositors Guaranty & Surety Company 

Authorized by Commissioner Darst 
—Capital $1,000,000. 


The Depositors Guaranty & Surety 
Company of West Virginia has been 
authorized by Insurance Commissioner 
Darst for the purpose of insuring de- 
posits in banks. In announcing the 
Company’s plans Commissioner Darst 
says: 

“The authorized capital stock is $1,- 
000,000, divided into 200,000 shares of 
the par value of $5 each. The stock 
to be sold at $10 per share, of which 
$2.50 is to be allotted to surplus and 
$2.50 to expenses. The money received 
from the sale of stock is being paid to 
George Hook, trustee, who is the cashier 
of the Germania Half Dollar Savings 
Bank of Wheeling, W. Va., and is to be 
held by him as trustee until sufficient 
money comes into his hands to make 
the deposit required by the laws of the 


VERDICT BY DEFAULT. 


Defendant Corporation Fails to Answer 
Complaint in Interesting Texas 


Case. 
To the general regret of the under- 
writing fraternity and large property 


owners, the Lee County Cotton Oil Com- 
pany, of Lee County, Texas, against 
which an action was instituted to pre 
vent its acceptance of mutual or recip 
rocal fire insurance policies, allowed 
judgment to be taken against it by de 
fault, instead of having the issue 
squarely passed upon by the courts. 
The attorney-general of Texas held, as 
did also the law officers of North Caro 
lina and Colorado, that in taking the pol 
icies of reciprocal underwriting organ 
izations 


mercantile corporations wer 
exceeding their charter rights 
In accord with this declaration Sen 


itor Q. U. Watson, a stockholder in the 
Lee County Cotton Oil Company, sued 
to restrain its acceptance of 
from the organizations in question. 


policies 


The substance of the petition was as 
here given: 

“That said defendant corporation, so 
plaintiff is informed and believes. has 
heretofore taken and is now holding and 
is threatening to take further policies 
of fire insurance with various and 
sundry mutuals and reciprocal insur- 
ance companies, the names of which 
said companies are not now known to 
plaintiff. That by the terms of said pol 
icies of fire insurance the defendant 
company makes itself liable for the pay 
ment of all that may occur by 
fire that is covered by any other policy 
of fire insurance, issued by either of the 
said companies in which defendant com- 
pany is so insured, and that by reason 
thereof the defendant is by said unlay 
ful acts subjecting itself to the payment 
of large sums of money that may occur 
by reason of fires that may occur with 
the defendant has no interest or con- 
nection. That under the charter of the 
defendant company or corporation the 
taking and holding of such insurance is 
ultra vires. 

“Wherefore premises considered 
plaintiff pravs that citation be served 
upon the defendant corporation by 
livering same to its agent and general 
manager, C. M. Merchant, and that upon 
final hearing hereof that he may have 
judgment directing said corporation to 
cancel any such policies of insurance 
that it may now be carrying, and thot 
the defendant be perpetually enjoined 
from hereafter ever taking, accepting a 
carrying or in any way participating in 
or acting with any mutual or reciprocal 
fire insurance company and for all costs 
herein incurred, and for general and 
special relief, etc,” 


losses 


de 


State, after which the Company will ap- 
ply for a license to write insurance. If 
they fail to obtain the required amount, 
the money paid for stock is to be re- 
turned to the purchasers by the trustee 
This Company, through its attorney, has 


given this office permission to inve 
gate it at any time during its forma 
tion.” 


Automobile Rates for St. Louis. 


of automobile 
lowered in the 
just applied to 
A reduction of about 25 per 
cent. was nade on auto property damag« 
On automobile fire and theft there 
a reduction of from 2 per cent. to 1.75. 


classes 
been 


rates 


two 
have 
manual of 


Rates on 
insurance 
new 


St. Louis. 








s 


Prompt Payment of Burglary Loss. 





On May 20, or within four days aft 
the Nevada County Bank, of Gross Val 
ley, Cal., had been robb he Ameri 
can Bonding Compar of Baltimo 
\ ch had a burglar irance polic 
ipoh l p p V pa ) Ss ¢ 
for $5,280 ir omple € r of l 
claim 

Charles E. Rawson Dead. 

Charles E. Rawson, president of the 
Des Moines Life, until it sale to tl 
National Life of the United States of 
America, died at Des Moines at the ag 
of sixty-three He had been ill for a 
long time, and this was largely respon 
ble for the sale of the « pal 

It is a matter for serio 

Disability consideration a to th 

and Full proper fulfillment of du 

Protection. on the part of life ager 

or broker if he neglects ) 
eall ittention of his life insur 
client to the great il portance ol i 
lisability policy as a protective a 
afeguard, practically insuring an abil 
ity to keep in force his life policy—this 
wise measure of protection for depend- 
ent ones 

It is also a question for serious con- 
sideration as to whether the life man- 
ager or company interfering ith or 
objecting to an agent thus seeking to 
fortify his client against possibl 
fortunate contingencies is not contrib- 
uting very materially toward a failur 
in perfecting and completing the bene 


ficent work, and it certainly opens the 
way for at least a mild criticism 
to sincerit in the assertion so per- 
sistently made of a purpose to aid in 
providing for the widow and fatherles 
With many, very many, life insuran 
can only be regarded as a sane invest 
ment when if safeguarded and pr 
tected by a Disability Insurance Pol 
Agents complete your beneficent wor 
iake life insurance a ne Ives 
ment for your client | inducing him 
to secure the protection and benefit of 
a Disability policy.—Preferred Pilot 
. « . 
One of our. successful 
Bring agents writes that his 
Up the method of approaching a 
Subject. prospect is to ask hir f 
he ever had an acciden 
or sickness, says the Federal Record. 
If he answers in the affirmative, ascer- 
tain how long he was disabled and then 
show him how much he wou'd have 
ceived if he had carried an insurance 
policy If the disability was of slight 
duration, point to it as an « ence that 
such protection is necessar and that 
he may not get off so easily the next 
time. If he claims neve o have be 
lisabled, then he is a rare case and un 
der the law of averages he likely has 
something coming to him in the near 
future and would be wise in at once 


taking the protection of the liberal pol- 
icy issued by the Federal. 
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COAL MINING CASUALTIES 


PENNSYLVANIA KILLS ONE-HALF. 








Five Thousand Coal Miners Lost In a 
Year Makes It the Most Hazard- 
ous Occupation. 





the most 


country, 


Coal mining is hazardous 
occupation in this for each 
year there are from three to five thov- 
sand workers in this line killed. Of 
all the nations of the earth, America is 
the wasteful of the of 
citizens. Seventy-five thousand of our 
people are killed year by acci- 
dents, of which 35,000 are 
workmen slain while engaged in their 
daily occupations. If we add to these 
figures the number of wounded and 
crippled in industry, we shall find that 
Mr. Mercer, of the Minnesota Em- 
ployes’ Compensation Commission, is 
not far wrong in claiming that industry 
now kills and cripples more each year 
than did bullet and sharpnel in any 
vear of the Civil War. Of all American 
‘ndustries, coal mining is the most 
bavardous. From three to five thou- 
sand coal miners are annually killed 
outright, and the number of killed and 
seriously injured combined amounts to 
from eight to ten thousand each year 
in the United States. Since 1890 more 
than 30,000 coal miners have been killed 
and more than 80,000 have been seri- 
cusly injured. In the single State of 
Pennsylvania in the year 1907 alone, 
more than 1,000 miners were killed, 
leaving nearly 1,000 widows and 3,410 
children under 10 years of age. 

John Randolph Haynes, M. D., Special 
Commissioner on Mining Accidents for 
California, speaking on the subject, 
eaid: 

“Now, this would be a frightful story 
to relate if it were necessary and in- 
evitable, but as a matter of fact it is 
not at all necessary. The leading min- 
ing experts, both of America and Eu- 
rove, tell us that it is perfectly practt- 

ible to prevent most of this loss of 
life. Mr. Joseph Holmes, Director of 
the Bureau of Mines, declares that 
tnree-fouths of this loss can be easily 
prevented. In view of these facts, it 
becomes a question whether these fatal- 
iiies which can be so readily foreseen 
and so easily prevented ought to be 
called accidents; some day we may 
come to regard them as little better than 
murders. While the average annual 
death rate from mining accidents in 
Europe runs, per 1,000 men employed, 
below 2, and in the case of France an: 
Belgium is less than 1, in the United 
States the rate in 1907 was, for the 
single year, 4.86 lives lost for each 
1,900 men employed; in other words, 
our death rate in that year through 
mining accidents was about five times 
that of France and Belgium and about 
three times that of other European 
countries. Perhaps the most discour 
aging feature of the whole situation is 
the fact that statistics show that, 
while the death rate during the past 
19 or 15 years has been steadily de- 
creasing in every European country, :t 
has been steadily increasing in the 
United States. 

Record of Other Countries. 

“The death rate by accident 
1,060 miners employed has 
in the 11 years from 1895 to 1906 in 
Prussia from 2.54 to 1.94; in England 
from 1.49 to 1.29; in Belgium from 1.40 
to 0.94; in Franch from 1.07 to 0.84. 
In this same period the death rate in 
American mines steadily increased from 
2.67 deaths per 1,000 miners employed 
in 1895 to 3.40 deaths in 1906, and in 
1907, this already frightful rate leaped, 
as we have seen, to a figure hitherto 
unheard of in the history of mining-- 
158, or practically 5 out of every 1,009 
miners in the United States were killed 
hy accident in the single year. The 
death tons of coal 


most lives its 
each 
number 


per 
decreased 


rate per 100,000 


mined has also similarly increased. In 
Pennsylvania, where the number of 
mining fatalities amounts to from one- 
third to one-half of the entire number 
occurring in the United \States, there 
was killed in 1899 one miner for every 
215,587 tons of coal mined, and in 1908 
one miner for every 167,066 tons, both, 
oi course, under State regulation. 
“Certain states are more careful of 
the lives of their miners than are 
others. For example, in the 20-year 
period ending in 1908 the rate of mia- 
ing fatalities for the whole country was 
5.11 per 1,000 miners employed, while 
in the east central section, comprising 
Western Kentucky, Indiana and Illinois, 
the rate was only 2.25 per 1,000 men 
employed. This is quite high com- 
pared with European states, but low 
compared with that of most American 
states. The Western section, compris- 
ing the states of Colorado, Utah and 
New Mexico, showed a rate of 6.4; the 
Northern Pacific district of 7.4, while 
the single State of Colorado in the year 
1910, just passed, has achieved the un- 
enviable record of killing 21 out of 
every 1,000 miners employed in thaz 
year; more than 20 times the annual 
death rate of France or Belgium.” 





Record of Embezzlements. 





Press notices and dispatches, as col- 
lated by the bonding department of the 
Fidelity & Casualty Company of New 
York, indicate, for the months of Feb- 
ruary and March, 1912, the following de- 
falcations: 


February. March. 

Banks and trust com- 
eee $114,600 $12,700 
Beneficial associations. 3,229 29,549 
Public service ....... 33,002 11,854 
General business ..... 279,239 9,018 
Insurance companies... ...... ,700 

Transportation compa- 
BN S diss arkesine sew Re chests 
Court trusts ......... co ee 


Miscellaneous 





Examining Empire State. 





A joint examination of the Empire 
State Surety Co. is being made by the 
New York Insurance Department and 
the Treasury Department. 
completion of the examination the com- 
pany will go «head with its plans for 
increasing the capital to $500,000. 





Under Full Headway. 


The Casualty and Surety Baseball 
League of New York city is under full 
lieadway, and a number of interesting 
games have already been played. The 
league is composed of teams represent- 
the following companies: Aetna Life, 
Fidelity & Casualty, Maryland Casualty, 
Metropolitan Casualty, Trevelers 
the United States F. & G. 





Residence Burglary Rate Increased. 





The rate on three-year residence bur- 
slary policies has been increased by 
ihe Burglary Insurance Underwriters 
Association from two and a half times 
the annual premium to three annual 
premiums less 10 per cent. 





Gets Business of Missouri Bankers. 





The bonding business of the Missouri 


Bankers Association this year goes to 
the Equitable Surety Comnany of St 
Louis. The premium’ thereon = ap- 


proaches $23,000, while the advertising 


valuable derived from the connection is 


held to be substantial. 





Royal’s St. Louis General Agents. 


Paul W. Gray of St. Louis has been 
appointed general agent for the Royal 
Indemnity Co.. for southwestern Illinois 
and part of Missouri. E. R. Cowen & 
Cc. will continue as agents of the com- 
pany for the city of St. Louis. 


After the! 


and | 


LIMITS COMPANIES TO ONE LINE. 


Washington State Supreme Court So 
Rules in Aetna Life Injunction 
Suit. 





The Supreme Court of Washington at 
Olympia has just decided the case of 
the Aetna Life in which it ruled that 
outside insurance companies doing busi- 
ness in that State under a license grant- 
ed by the insurance commissioner can- 
not engage in more than one line of 
business. The application for a writ 
of mandate to compel Commissioner 
Schiively to issue a license to do liabil- 
ity business in conjunction with life in- 
surance business is denied. 

The effect of the ruling is to uphold 
the State insurance code, which ex- 
pressly forbids such business by foreign 
companies. The code went into effext 
‘April 1, 1912. The case was brought 
up in the Thurston County Superior 
Court, and Judge Mitchell ruled that the 
Company could do the double business 
vntil April 1, but after that date no rec- 
ommendations were made, with the re- 
sult that the case was taken to the Sn- 
preme Court for determination of the 
validity of the insurance code. 


Ohio’s Constitutional Amendments. 








Columbus, O., June 
The Ohio Constitutional Convention 
completed its business June 1st after 
passing forty-two proposals. The 
amendments affecting insurance pro- 
vide for the regulation of insurance 
rates by the legislature, place practi- 
cally all of the provisions of the work- 
ing men’s compensation law in the con- 
stitution, and takes off the limit of 
$12,000 for damages to be allowed in 
cases of accidental death. Such parts 
of the new constitution as may be 
edopted at the special election will go 
into effect on January Ist. 





Sheriff's Bondsmen Sue. 








On account of the shortage in the ac- | 
counts of William Reeves, Jr., former | 
sheriff of Harrison county, several of 
the bondsmen have filed suit at Gulf-| 
port, Miss., to have the others pay their | 
proportionate part of the $15.000 which | 
the plaintiffs had to nav the State. 

Those who entered the suit are: 





John 


—_—_—_—_———————————— 
B. Clark, Icham Reeves, T. L, Jones, 
W. S. Seaman, A. E. Jordan, J. 4. 
Tharp, J. W. Rear, Florian Dedeaux, e. 
R. Saucier, G. W. Shirley and B. B. wil- 
liams. There are about thirty defeng- 
ants, one of whom, Harry Hoyle, paid 
$5,000, but his liability on the bond wag 
$7,000. 





General Manager A. Duncan Reid of 
the Globe Indemnity Company is on a 
trip through the West, visiting the 
agencies in many of the important 
Western cities, among them being 
Cleveland, Detroit, Chicago, Milwaukee 
and St. Louis. 





The Empire State Surety Co. has 
issued the $1,000,000 bid bond covering 
en the bid of R. E. Henningham for 
construction work on the interior of the 
Municipal Building. 





Edward P. Daly has been appointed 
manager of the New Jersey Under- 
writing Agency which represents the 
New England Casualty Co. 





New Credit Insurance Rating. 





The Americaa Credit Indemnity Co. 
of St. Louis has adopted a new system 
of making rates which was put into 
-ffect June 1. The system divides the 
lines of business into five groups accord- 
ing to their profits. Entirely new con- 
tracts are required under the new plan. 

















Insurance 


Capital and Surplus : 





Southwestern Casualty 


SAN ANTONIO, TEXAS 


President, T. A. COLEMAN 
Vice President and General Manager, HOMER EADS 
Agents wanted everywhere in the State of Texas, for Accident, Plate- 
Glass, Burglary and Bonding Lines 


Company 


$290,000.00 
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I. A. WHITTLE, Secretary 
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aT YOU area LIVE WIRE 


and want to represent the 


“LIVE WIRE CASUALTY CO.” 


Make connection with the 


Will enter three other states early in 1912 
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LIFE & ACCIDENT CO. 
Chattanooga, Tenn. 


H. D. HUFFAKER, President 
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Bm NEW ENGLAND 
CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 
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There are many men 

“Only holding sub-agency con- 

a Sub- tracts with casuality com 
Agent.” panies who do not take 
these contracts seriously 

enough. Because a man is a -sup- 


t does not mean that nothing is ex- 
vected of the of 
His sub-agency is on the company map, 
a if no business through 
his territory, the fact stands ou’ 
picuously at the home office. It is 
jusiness of the thousands of sub- 
ies that make the volume for the 
many, and being a sub-agent is just 
a nportant as the man makes it by 
his efforts. This fact was pointed oui 


him in way business. 


comes 


President John T. Stone of the 
Maryland Casuality, recently in dis- 
cussing a letter from a man who was 
p tive because he was “only (?) 


’ 


S igent.” Mr. Stone said: 
is invariably true that the manner 
) lling a place determines the degree 
egard in which the place (or cer- 
the man who holds it) is held. 
A the manner of filling the place is 
rmined by the regard in which the 
himself holds it. If he thinks and 
iks slightingly of his relation to the 
any as ‘only a sub-agency’ he will 
ut much earnestness into his work 
Per contra, if he senses the op- 
inities and responsibilities that at- 
to the job of representing the 
land, with its complete variety of 
‘rages, and applies himself earnest- 
o the task of getting for himself 
every possible risk in his field, 
never think of himself as ‘only’ 
b-agen? Neither will his general 
think of him. Many times do 
neral agents take up the cudgela 
ehalf of such a producer; and so 
fully, because of his rvices 
that every 
extended by 
claims for 
should 
upon 
merit 
will 


50 


to 
possible en- 
the home 
consideration 
establish, and 
the sound and 
And when sv 
promptly be 


S€ 
company, 
igement 


eC Such 


is 


sub-agent 
surely 
ain 


do so, 


basis of 
ublished, 
1ized.” 


they 





Contract is one of the 


ost profitable classes of 


Writing m 
the 


comp4- 


Contract bonds both 


Bonds. agent’s and the 


ny’s viewpoint, owing to 
involved. Most ail 
are prospects 
Agents shoul: 
premium rate is 
afforded by ever; 
any question 
the premium, 
the difference 
premium 
insurance and in 
other branch 
twelve principal 
s of information which must be ac- 
tely embodied in attached to a 

ict application to enable the insur- 
e hazard of the risk to be accuraté 
idged. These are, taking them 

respective order as called for 
contract application, as follows: 
‘rst: The mature of the 
the part guaranteed. 


a premium 
iction contractors 
business. 
The 
in be 
there 


the size 


ite tuem. 
al and cz 
actor. If is 
of 


prospect 


as to 
your 
Yroportion both 

liability in bond 
insurance, or any 


ire to 


in time, 


ot 


ince. There are 


or 


il 


in 


contract 


Second: Is there any penalty or pre- 
im based on the date of the coin- 
letion of the work? 
Third: At what times will payments 
e made on the work finished and what 
centage will be retained for final 


completion ? 
Fourth: What insurance will the con- 
actor carry covering accident on either 
ployes or public and who carries fire 
nsurance under the contract? 
Fifth: What are the names, addresses 
nd amounts of bids of the other bid- 


ters? 


Sixth: What experience has the con- 


SPECIAL TALKS WITH LOCAL AGENTS | 
| 


tractor had in contract work and fot 
what length of time? 
Seventh: What other contracts bind 


the contractor at the time application 
made? Gi location, total amount 
of contracts, amount completed anid 
probable date of completio 

Eighth: What amount of this contract 
will be sublet? If any, to whom? Give 
names, part sublet to each, their sub- 
contract prices, general business cha! 
acter and financial standing. 

Ninth: What indemnity does the con 
tractor offer to induce the company tv 


> 


is ve 


zo his surety? 


Tenth: Premium agreement on pag 


ne (see question No. 4) and indemnify- 
ing agreement on page three must be 
properly and fully filled in and applica- 
tion must be properly signed by the 
contractor at the bottom of page four. 

Eleventh: The contractor must give 
us his exact financial standing in detail 
_efore a notary public. 

Twelfth: To the application must be 
attached a true and correct copy of thi 


general contract, sub-contracts and spe- 
cifications to retained by the com- 
pany in event the bond is written.—The 
Booster. 


be 


One important official ir 


Dealers an important city, points 
Barred as out the Title Guaranty 
Sureties. and Surety Co., has rec- 


ognized the disadvantages 


of certain personal bonds often filed bj 


contractors, and has refused to accept 


from contractors on city work surety 
bonds signed by their material dealers. 











The account of his action published 
n the Dayton (Ohio) News is as fol- 
lows: 

“Service Director Hoglen has estab- 
lished the rule that material dealers 
will not be accepted as bondsmen for 
contractors rhe argument is made in 
defense of the new regulation that the 
fact that material men become bonds 
men for co actors places the latt 
inder obligations to the dealers, which, 
it is said, is not conducive to the best 
esults 

‘It is also argued that such a condi- 

m might ari wherein certain ma- 
terial dealers becoming bondsmen fou! 


in unrestricted number of contractors 
might thus assume responsibility to 
such an extent as to make their bonds 


practically worthless 
“This rule h been followed sx 


is ) gen- 
erally, it is stated, in the past, that it 
has been decided now advisable to 


tablish a regulation whereby it will be 
impossible to continue it.” 


a * 2 

In order to increase th 
Working for general efficiency of its 
increased organization, h Title 
Efficiency. Guaranty and Surety Co 
of Scranton is offering a 
prize each month for the best sugges- 
tion from any agent or other person 
connected with the Company that will 
tend to increase the efficiency of the 
Company. In this connection the Com- 

pany says: 
Whatever the nature of your sug- 


gestion, it will receive due consideration 

Agents may suggest some better way 

ior reaching clients, a new circular, or 
some other means; attorneys may be 
uble to suggest plans for improving the 
present method of exercising joint 

control or handling judicial bonds, some 
way by which the Company's interests 
will be fully protected, and yet greatly 

facilitate transaction of business. There 
is room for improvement in every de- 
partment of the business and everyone 
who is in any way connected with the 
Company should be ever on the alert 

to discover the improvement that will | 
enable the company of which he is a | 
part to meet every increased demand 
with increased efficiency. 
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ACCIDENT - - - LIABILITY (all lines) - - HEAL TH 


BURGLARY (all lines) - - - - - - - - PLATE GLASS 
AUTOMOBILE PROPERTY DAMAGE - COLLISION 
PHYSICIAN’S LIABILITY AND DEFENSE -.- - - -- 
INDUSTRIAL ACCIDENT AND HEALTH 


Prudential Casualty Company 


HOME OFFICE, INDIANAPOLIS 


Capital Stock fully paid up) - $600,000.00 


Gross Assets - - - - - $17,022.09 
Surplus to Policy Holders - — 729,957.21 














Wake Up! 


prec TTT ™. and make some money. AMERICAN 
eer ~ ASSURANCE COMPANY, j13th & 
9 -D) Spring Garden Streets, Philadelphia can 


meee 
-_ 


a permanent INCOME. 





oa show any intelligent Man or Woman 
‘= ty how to sell its policies and build up 








om wes were 
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Our Monthly Accident and Health Department always ahead. 
Policy forms that are not equaled. 

We are in a position to give you a good contract 

Your policyholders do not have to wait for settlements. 


Write for full particulars. We carry full casualty lines 
f Equitable Casualty Company of Atlanta 

JOHN Ss. CANDLER A. D. McGAUGHEY 
fe President General Manager 
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THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 
H I C A G Oo * Resident Manager 
od 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
Liability, Accident, A 
a [x BJ 
Burglary, Boiler and Gr 
" : ~ Resident Managers 
Credit Insurance Established New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON ENGLAND 







Elmer A. Lord & Co. 


Me 
; 145 Milk St., Boston 


1869 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
Home Office, 47 CEDAR STREET 
Chartered 1874 


EATER At coms POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice. Pres 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec 
RELIABLE 4ND ENFRGFETIC AGENTS WANTED 








Net Surplus and Capital - - 
Income 1910 - - - - 1,151,826.28 


WILL AID GOOD MEN IN 
ESTABLISHING AGENCIES 


Best Policies. 


$509,061.57 


Largest Commissions or Profit Sharing Contract 


A. E. FORREST, Vice-Pres. and Secy., 
CHICAGO 




















THE eanedsimants UN siteanied RITER 








June 6, 1912, 








FIREMEN'S INSURANCE C0. 


NEWARK, N. J. 


Statement January 1, 1912 


SUNOS ooo. ove, ca sito Slo mete aie lS $1,000,000 
Reinsurance Reserve................ 2,305,914 
All other Liabilities..... ...... 261,030 
a ee 2,808,680 
TOTAL ASSETS........ $6,375,624 


DANIEL H. DUNHAM, President 
CHARLES COLYER, Vice-President 
A. H. HASSINGER, Secretary 
JOHN KAY, Treasurer 





Home 
Office Building 








INSURANCE COMPANY OF NORTH 


PHILADELPHIA, PA. 


AMERICA 
MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO.- 
MOBILE FLOATER, 
PARCEL POST 


FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 





CAPITAL - $4,000,000 
spi LOSSES PAID SIN 
ASSETS - $16,953,773 ORGANIZATION 





LIABILITIES - $8,649,873 


NET - SURPLUS $4,000,000. 
SURPLUS TO POLICY HOLDERS $8,303,900. 


EUGENE L. ELLISON President 
BENJAMIN RUSH, Vice-President T. HOWARD WRIGHT, Sec’y and Treas. 
JOHN O. PLATT, 2nd Vice-President SHELDON CATLIN, Ass’t. Secretary 


$154,461,000. 








MICHIGAN 
STATE LIFE 


DETROIT 
FREDERIC APPS, President 


A LIBERAL SALARY 


and First Year Commission and a 
Continuous Renewal Commission 
To TWO PERSONAL 
PRODUCERS 
IN 


OHIO or INDIANA 


ADDRESS: 


Howard C. Wade, Sup’t of Agents 


HARTFORD 
LIFE 


HARTFORD, CONN. 
PAYS TOP FIGURE COM- 
MISSIONS UNDER DIRECT 
RENEWAL CONTRACTS. 

What Do You Want? 
Where Can You Work? 
SEE IF WE CAN SATISFY 
YOU 


Non-Participating 
and Participating 


NEWEST FORMS 














R. W. ALEXANDER, Pres. W. W. ALEXANDER, Sec. 


ee ee 


wo © M PANTY? 


MD. 





INSURANCE 


. So a 


BALTIMORE, 
Cash Capital $350,000.00 ‘Surplus to Policyholders $451,281.41 


FOR AGENCIES IN NEW YORK, NEW JERSEY end PENNSYLVANIA, 
Apply to HARRY W. BIRCHARD, Special Agent, ELMIRA, N. Y., or HOME OFFICE 











RESERVE LOAN LIFE INSURANCE GO. 
Indianapolis, Ind. 
Assets $2,127,667.58 - ~- Liabilities $1,891,363.65 
Surplus to Policyholders $236,303.93 


For Territory Address 











JEFFERSON 


Standard Life Insurance Company 


Home Office: RALEIGH, NORTH CAROLINA 





A progressive, conservative Southern Life Insurance 
Company 

Capital, Surplus, and Reserve - $1,053,474.15 

Insurance in Force - - - - - 11,115,942.00 
Libera! agency contracts and attractive policies. We can 

interest men of ability and energy 
WRITE FOR INFORMATION 

JOS. G. BROWN, President 


CHAS. W. GOLD, Sec'y and Supt. Agencies 


P. D. GOLD, Jr., Vice-Pres. and Gen. Mgr. 





| eg 





The Great Western Life Insurance Company 


of Kansas City, Missouri 

GEORGE STEVENSON, Jr., President JAMES CHAPELLE, Secretary and Treasurer 
Every Policy of This Company is Secured by the Full Legal Reserve 
Deposited With the Insurance Department of the State of Missouri 


Desirable general agencies for men with records as producers. Address the Company 








THE NEW POLICIES AND RATES ARE NOW READY 


THE STATE MUTUAL LIFE INSURANCE COMPANY 


OF ROME, GEORGIA 


Has just put on the market a most complete line of new life policies. They include 
Monthly recs, Guaranteed Premium Reduction and Full Premium Return Policies 
and they carry all the new features such as Total Disability and Double Indemnity. 
The rates are lower and the contracts more liberal than those heretofore issued by the 
Company. Our agency contrats are an innovation in life insuré a. The commis- 
sion basis is scientifically calculated so as to give the agent all the business wills'and. 


We have Good Contracts and Good Territory for Good Men 
Apply now to GC. R. PORTER, Pres., Head Office, Rome, Ga. 











NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN. 
STATEMENT, JANUARY Ist, 1911 


ASSETS LIABILITIES 
Bonds and Stocks.............$7,491,467.60 Copied oe... rae .....$1,000,000.00 
eserve for Re-Insurance... 6,075,294.78 
Loans on Bond and Mestgegs. SATRSTERS Reserve for Outstanding Losses 646,089.21 
Real Estate unincumbered.. 657,740.69 Reserve for Taxes, etc...... 125,000.00 

Cash on hand and in banks. . - 393,990.34 ee a for aaa . 
: ‘a iabilities . ; 00,000.00 
Cash in hands of Agents..... 778,919.71 Stat Saseiee.. 2,645,909.35 
$10,792,293.34 $10,792,293.34 
JAMES NICHOLS, President H.A. SMITH, Vice-President G. H. TRYON, Secretary 
Assistant Secretaries 
F.D. LAYTON Ss. T. MAXWELL Cc. S. LANGDON 





SURPLUS TO POLICYHOLDERS $3,645,909.35 
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BANKERS LIFE COMPANY | 


DES MOINES, IOWA 
ERNEST E. CLARK, President 


Exceptional record during thirty-one years for 


Low Rate of Mortality Economy of Management © Prompt Payment of Ciaims 


ORGANIZED 1879 











Gross Assets over - - - - $18,200,000 5: 

ee 

SIGMUND W. MEYVERFELD, General Agent ea 

Pho Cortland 1399 149 Broadway, Singer Bldg., New Vork 3 
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Assets, $2,500,000 Surplus, $815,000 


Health and Accident Policies with the name of the 
Philadelphia Life attached should make easy selling. The 
Company’s success in the life business is well known as a 
great achievement. 

September first is the date set for issuing the new line of 
Health and Accident Policies. 

Write us about representing the Company in your locality. 
Answer at once. 


PHILADELPHIA LIFE INSURANCE CO. 
NORTH AMERICAN BUILDING PHILADELPHIA, PA. 




















